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HERMAN WATSON Dear Mr. Becker: 


I thought you would get a real thrill out of the fol- 
lowing “‘like father, like son" record. 


In just seven more days, Herman Watson will com- 
plete 12 years of service with the Franklin, or a total 
of 3,744 working days. During that time he has 
made 3,909 sales for a total value of $11,514,875, 
cash with every sale. 

His son, Herman Watson, Jr., who has just finished 
Vanderbilt, signed his Franklin contract on August 
28, 1955. During his first 60 days he made 71 sales 
for a total volume of $251,250 and collected in cash 
$2,272.11 with these sales . . . all were cash with 
sale. His second month with the Franklin he had a 
commission check for $1,095.57. 


You will be pleased to know that over 95% of the 
above described business is on Franklin specials. 
You can imagine how proud | am of these two 


Watsons. 
With best of wishes. 
Cordially, 


W. W. Chamberlin, Jr. 
Southeastern Division Manager 


HERMAN WATSON, JR. 


An agent cannot long travel at a faster gait than the company he represents! 
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How good are your teeth ° 


Only circus performers, like the one shown here, risk 
life and limb by using their teeth. Nevertheless, good teeth 
are mighty important to all of us. 


Your teeth deserve good care for many reasons. They 
aid in maintaining general health, for unless food is chewed 
properly, it cannot be easily digested. Healthy teeth also 
make us look more attractive and help us speak clearly. 


Yet, almost none of us escape dental troubles—as shown 
by these findings from the American Dental Association: 


1. Too many Americans have lost half of their natural 
teeth by age 40. 


2. The number of cavities occurring in the teeth of 
children between 6 and 18 years old runs into the millions. 


Dental discoveries of great value to children have been 
made in recent years. For instance, direct applications of 
sodium fluoride to a child’s teeth may prevent as much as 
40 percent of the cavities that otherwise might occur. 


Because early dental care is so important, visits to the 


dentist should start around age three. While little or no 
treatment may be needed at this age, it is a good idea 
simply to let the child meet the dentist. The first visit, if 
made pleasant and interesting, can give the child a favor- 
able attitude toward future dental care. 


Adults should also see the dentist regularly . . . at least 
twice a year. His examination, including X-ray studies 
when necessary, can reveal hidden trouble. If unhealthy 
conditions of the teeth and gums are not treated early, they 
may lead to premature loss of teeth. 


Many dental procedures have been vastly improved. 
Even the dental drill has been modernized and making 
and fitting bridges and dentures has become such a fine 
art that wearers soon cease to be conscious of them. 


Preserving the teeth and gums also depends largely on 
good daily care, including regular brushing and proper 
diet. In fact, good daily care, coupled with regular dental 
check-ups, can greatly increase the chances of keeping 
most of one’s teeth throughout life. 
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Digest, National Geographic. 





This advertisement is one of a continuing series 
sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in 
two colors in magazines with a total circulation 
in excess of 31,000,000 including Collier’s, Time, 
Newsweek, Saturday Evening Post, Ladies’ Home 
Journal, Good Housekeeping, Redbook, Reader’s 
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NALU Fund Drive 
Well Under Way; 
Response Excellent 


Only Six More Areas to 
Be Organized in Well 
Planned Campaign 


One of the high points of the mid- 
year meeting of National Assn. of Life 
Underwriters this month at Hartford 
will be a report of extremely gratify- 
ing progress on the raising of funds 
for the new NALU memorial head- 
quarters building at Washington. 

Some 35 regional  orgnizational 
meetings have been held thus far and 
six more are scheduled, starting April 
23. These are for local and state asso- 
ciation presidents and national com- 
mitteemen. The building fund com- 
mittee, headed by Charles E. Cleeton, 
Occidental of California, Los Angeles, 
has Herbert A. Hedges, Equitable of 
Iowa, Kansas City, as chairman for 
regional meetings. Both men are past 
presidents of NALU. 

The drive is set up on the basis of 
“Colonels,” “Captains,” and actual so- 
licitors. It is arranged so that no so- 
licitor has to call on more than 10 
members, so the job is not unduly 
onerous or time-consuming. 

The response at the regional meet- 
ings has been highly gratifying. There 
is every reason to believe, the leaders 
feel, that when the building is dedicat- 
ed later this year enough pledges and 
contributions will be in so that there 
will be no need for mortgage financing. 
In other words, the confidence ex- 
pressed early in the campaign by Mr. 
Cleeton appears to be fully justified 
by the results to date. 

The procedure at the regional meet- 
ings is usually for Mr. Hedges to 
sketch the history of NALU’s project 
and what benefits the membership 
will derive from its consummation. He 
exhibits colored slides of the location 
and the architect’s drawing of the pro- 
jected building, including some sketch- 
es of the foyer and the board room. 

Each person present gets a set of 
the soliciting material—an illustrated 
brochure “Visions Come True,” and a 
small leaflet containing questions and 
answers about the building, its various 
features, and the contemplated cost, 
also the different ways in which con- 
tributions can be made. 

The material for actual distribution 
is sent to the association for use in 
canvassing and is also mailed out di- 
rect to the membership. At the region- 
al meetings each association’s dele- 
gates indicate the timing of the mailing 
that will best fit in with the actual 
Solicitation. Generally the best timing 
seems to be a few days before the 
actual calls are to be made. 

Besides Messrs. Cleeton and Hedges 
the committee includes Osborne Beth- 
ea, Prudential, Newark; John D. Marsh, 
Lincoln National, Washington, D.C., 
and Grant Taggart, California-West- 
ern States Life, Cowley, Wyo. 


60th Year, No. 9 
March 2, 1956 

















Met Ordinary Sales 
Top ‘54 by 43% but 
’56 Seen Even Beffer 


NEW YORK—In spite of a 1955 
ordinary production gain of 43%, Met- 
ropolitan Life’s 
business will be 
even better this 
year than it was 
last, President 
Frederic W. Ecker 
believes. He made 
this forecast at a 
press. luncheon at 
which the figures 
for 1955 were re- 





leased. 
Details of the 
statement figures 
will be found sath a 


on year-end results elsewhere in this 
issue. 

Mr. Ecker noted particularly the 
tremendous increase in group life in- 
surance. Exclusive of the federal em- 
ployes group life case, of which Met- 
ropolitan’s share was $579 million in 
1954 and $187 million in 1955, the 
company’s: group business showed a 
105% increase over 1954. He noted that 
38% million in the United States and 
Canada now have some form of Met- 
ropolitan life insurance. 

Answering a question from one of 
the daily newspaper men, Mr. Ecker 
said that even if market conditions got 
back to where common stocks might 
be expected to yield one to 1% per- 
centage points more than bonds, he 
didn’t feel it would be desirable for 
Metropolitan to go in for stocks. He 
pointed out that in order to have any 
perceptible effect on the company’s 
over-all earnings rate, it would be 
necessary to invest far more than the 
law presently allows—say, 10 or 15%. 

Suppose only 10% were in stocks— 
and there were a 40% drop in the 
stock market, as has happened several 
times in the last half century, it would 
probably come close to wiping out the 
company’s surplus. Moreover, if at a 
time when the stock market was fall- 
ing apart the news should get around 

(CONTINUED ON PAGE 24) 


January Life Sales 
Hit $3,742,000,000; 
Ordinary Sets Mark 


Life insurance sales in January to- 
taled a record $3,742,000,000, up 21%, 
according to LIAMA. : 

Ordinary life sales were $2,470,000,- 
000, up 12%, for the largest January 
total on record. 

New group life sales were $822 mil- 
lion, up 120%, representing only new 
groups set up and not additions under 
contracts already in force. 

Industrial sales amounted to $450 
million, down 13%. 

LIAMA’s figures did not include 
credit life policies. 


OK 50% Capital Hike 
for Life & Casualty 


Stockholders of Life & Casualty at 
their meeting last week approved a 
charter amendment increasing author- 
ized capital from $10 million to $15 
million. They authorized the board to 
declare a stock dividend equal to all or 
such part of the 50% increase as direc- 
tors deem advisable. It is expected the 
board will take action on the resolution 
after the semi-annual report. 

It is contemplated that the same cash 
dividend will be maintained on the 
new stock. The current rate is 60 cents 
a year, payable quarterly. 


R. L. Kelly Elected 
Commissioner in S.C. 


R. Lee Kelly, acting insurance com- 
missioner of South Carolina since D. D. 
Murphy left the department in 1954, 
has been elected insurance commis- 
sioner by the legislature. This was by 
acclamation. Mr. Kelly has had a busy 
time since he took over the acting com- 
missioner post. Lately he has been 
engaged in efforts to get the insurance 
laws of the state revised and modern- 
ized, particularly with respect to larger 
financial requirements for insurers en- 
tering the state or starting in business. 
His candidacy for the post was strongly 
supported by South Carolina Assn. of 
Insurance Agents. 











Late News 





Bulletins... 








Conn. General Splits Stock One for One 

Connecticut General Life stockholders voted to increase the company’s capi- 
tal stock from $6 million to $12 million. As a result, stockholders of record 
March 2 will receive an additional share of stock for each share held. The in- 
crease in capitalization is being effected by the issue of 600,000 shares of stock, 
bringing to 1,200,000 the number of shares outstanding. Par value will remain 


at $10. 


- 
Mass. Mutual Names Two to Group Posts 

Emanuel Tesoro and Roy K. Cowan have been made assistant group secre- 
taries by Massachusetts Mutual Life. Both men went with the group depart- 
ment when the company began to issue group insurance in 1946. 

Mr. Tesoro joined the company in 1933 and was named assistant manager 
of the group claim division in 1952 and two years later advanced to manager. 
Mr. Cowan, who joined the company in 1926, was appointed supervisor of the 
group accounting division in 1948, assistant manager in 1951 and manager a 


year later. 


N. Y. Welfare Fund. 
Bill Goes in, Still 
Premium-Tax Free 


Incentive to Self-Insure 
Puts Group Insurers in 
Bad Competitive Spot 


ALBANY—By not designating self- 
insuring employer-employe welfare 
funds as “insurers,” the administra- 
tion bill introduced here to curb 
abuses in the handling of these funds 
would put group insurers in what they 
say is an impossible competitive situ- 
ation. 

The bill itself contains no reference 
to premium taxes. Premium taxes on 
domestic insurers are imposed under 
the tax law, not the insurance law, 
which the bill would amend. But since 
the premium tax provision in the tax 
law applies only to insurers, the huge 
and growing self-insurance operations 
of the welfare funds would pay no 
premium tax unless the tax law or the 
welfare-fund bill is changed. 

The premium tax advantage is so 
great that in a fund large enough to 
self-insure with safety it would be 
virtually mandatory on the trustees to 
do so. The maritime union fund, which 
elected to switch from insured to self- 
insured operation, estimated it would 
save some $80,000 a year in premium 
taxes by doing so. 


Premium taxes on all forms of group 
insurance covering workers in New 
York state run about $5 million but 
not all of this applies to union welfare 
fund business. Still, there would be a 
substantial revenue loss to the state 
should the premium tax advantage 
siphon business off from the group in- 
surers to the extent that might reason- 
ably be expected. 

The state authorities were aware of 
the loss in revenue the state faces if 
self-insuring welfare funds are allow- 
ed the advantage given them under the 
new bill. One way of remedying it, 
of course, would be to amend the tax 
law so as to make the self-insuring 
welfare funds subject to premium tax 
even though not defined in the insur- 
ance law as insurers. This would 
certainly make the unions articulately 
unhappy. 

The other would be to amend the 
tax law so as to exempt from tax all 
premiums received by insurers on wel- 
fare-fund business. This idea is getting 
more serious consideration than would 
be thought possible, considering the 
usual attitude of beating the bushes 
for new tax money rather than giving 
up any present sources of revenue. 

For one thing, the Republicans and 
the Democrats in the state legislature 
are off on a tax-reduction binge, each 
party trying to outdo the other in get- 
ting credit for whatever cuts are made. 
Hence, the idea of eliminating the 
premium-tax discrimination between 
insured and self-insured funds by giv- 
ing the former the same tax-exempt 

(CONTINUED ON PAGE 23) 
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More Companies Report 
Notable Gains for 1955 


LIFE & CASUALTY 


Life & Casualty of Tennessee insur- 
ance in force in 1955 rose to $1,258,- 
341,000, up $100 million. Accident in 
force was $64,654,000. 

Field force production was up 25%. 
Assets reached $218,340,000, up 11%. 

Stockholders have authorized the 
board to increase the capital from $10 
million to $15 milion by issuing a 50% 
stock dividend when the board finds it 
advisable. 


LIFE OF GEORGIA 


Life of Georgia insurance in force in 
1955 rose to $1,242,519,955, up $102,- 
085,411. The gain was divided equally 
between ordinary and weekly premi- 
um. Premium income was a record $4,- 
928 870. 

Assets reached $125,149,902, up $15,- 
378.000. Net earnings from investments 
were 3.47%, up 8 points. Surplus funds 
were raised to $1,271,399. Policy re- 
serves went up to $97,345,869. Pay- 
ments to policyholders and beneficiar- 
ies were a record $12,480,749. 


METROPOLITAN LIFE 


Metropolitan Life issued more life 
insurance in 1955 than has ever been 
reported in one year by any insurance 
company. New regular ordinary issued 
exceeded the 1954 figure by more than 
43%. The total issue, including ordinary 
industrial and group, was $6,516,000,- 
000, exclusive of the $1,520,000,000 net 
increased protection under existing 
group contracts, and was 33% greater 
than the corresponding figure for 1954. 

Payments to policyholders and bene- 
ficiaries totaled $1,206,000,000, up $93 
million. Life insurance in force at the 
year-end was $66,128,000,000. This rep- 
resents a gain in force of $6,160,000,000 
—59% above the 1954 gain. 

Metropolitan policies of all kinds cov- 
ered, at the year end, some 38% mil- 
lion people in the United States and 
Canada, or about one person in every 
five of the combined population of the 
two countries. 

The company in 1955 paid $396 mil- 
lion in death claims and $810 million 
to living policyholders, including $313 
million in matured endowments, an- 
nuity payments, surrender values and 
miscellaneous interest payments on 
policy or contract funds; $229 million 
in A&S and disability benefits and 
$268 million in dividends to policy- 
holders. 

Assets are $13,936,000,000, up $845 
million. 

Liabilities are $13,114,000,000. Stat- 
utory reserves are $11,671,000,000. Pol- 
icy proceeds left with the company 
and other obligations total $1,443,000,- 
000. Surplus funds amount to $822 mil- 
lion or about 6.3% of obligations. 

A&S insurance under individual and 
group contracts covered 7.6 million 
persons at the end of 1955. Hospital, 
surgical and medical expense benefits 
were included for 5.8 million of these 
persons. 

Life incomes under group and indi- 
vidual annuity contracts are being paid 
to more than 60,000 persons for a total 
of $49 million annually. In addition, 
there are 540,000 others for whom $210 
million per year in annuities, beginning 
at future dates, has been purchased to 
the end of 1955. 

The 1955 life insurance issue of $6,- 
516,000,000 was made up of $4,269,000,- 


000 of individual insurance, and $2,- 
247,000,000 of group insurance. The 
year-end total of $66,128,000,000 of in- 
surance in force consisted of $41,872,- 
000,000 of individual insurance, and 
$24,256,000,000 of group. 

Rates of surrender and lapse showed 
no significant change from the low 
levels of recent years. 

Metropolitan’s interest earned last 
year, after deducting investment ex- 
penses, was 3.48% of the total invested 
assets and cash on hand. In 1954 this 
rate was 3.41%. The estimated federal 
income tax based on investment in- 
come reduced this net investment re- 
turn for 1955 to 3.20%, as compared 
with 3.19% in 1954 and 3.09% in 1953. 
New long-term investments in 1955 to- 
taled $1,687,000,000, and showed a net 
interest return of 4.03% after allowing 
for investment expenses, but before 
federal income taxes. 

The mortality experience among pol- 
icyholders continued substantially un- 
changed at about the low levels of the 
past year or two. 


MUTUAL BENEFIT LIFE 


Mutual Benefit Life sales in 1955 
totaled a record $357,519,000, up 20%. 
Insurance in force rose to $3,733,000,- 
000, up 4.9%. Assets totaled $1,627,900,- 
000, up 4.4%. 

The net earnings rate on investments 
was 3.58%, up 14 points, and showed 
improvement for the eighth consecu- 
tive year. The company continued to 
reduce its holdings of government 
bonds in favor of other types of invest- 
ment, such as mortgages and real es- 
tate, which offer more favorable re- 
turns. 

The company for the first time pur- 
chased common stocks, other than 
those of banks, trusts and insurance 
companies. Total purchases of common 
stocks were $13,040,000 and _ repre- 
sented 1.5% of total assets. 

Allocated for dividend payments in 
1956 was $22.9 million, up $3.5 million. 
Two-thirds of the increase is due to the 
new dividend scale and the balance re- 
flects growth of outstanding business 
and aging of existing policies. 

Surplus funds held in reserve for 
protection of policyholders increased to 
$60.339,000, up 7.7%. 

Premium income totaled $131,118,- 
171, up $5,425,378. Benefits paid to 
policyholders and beneficiaries totaled 
$99,404,000, up $8,062,000. The compa- 
ny paid $36,899,000 in death claims and 
$62,505,000 to living policyholders. 


NATIONWIDE LIFE 


Nationwide Life increased its insur- 
ance in force in 1955 by $132 million, a 
gain of 18%, bringing the total to $850,- 
985,000. Surplus rose $848,000 to $8,- 
148,000. Premium income amounted to 
$18,331,000, while net investment yield 
was 3.53% compared to 3.4% for 1954. 
The company’s name was changed in 
September from Farm Bureau Life of 
Ohio. 


NEW YORK LIFE 


New York Life assets in 1955 rose to 
$6,050,000,000, up $250 million. Net 
yield on mean assets, after investment 
expenses but before federal income 
taxes, was 3.46%, up .1%. 

U. S. government obligations ac- 
counted for 6.8% of assets, corporate 
bonds for 47.9%, preferred and com- 
mon stocks for 7.6%, mortgages for 

(CONTINUED ON PAGE 25) 


10-YEAR GAIN IN LIFE 


INSURANCE BENEFITS PAID 





Death Benefits 


(in Billions) 


1945 @@E s1.3 
1955 @OOCE6C :2.2 





“Living” Benefits 
(in Billions) 


1945 @OG 1.4 
1955 ©BOOOOGt:3. 


Institute of Life Insurance 


Set Agenda for LAA 
Eastern Round Table 


The program has been completed 
for the annual eastern round table of 
Life Advertisers Assn. on March 15-16 
at St. Moritz hotel, New York City. 
“What’s Under the Hood?” will be the 
theme, with new developments and 
tested procedures being considered. 

The meeting will open with a “brain- 
storming” session, in which members 
will suggest elements of a sales cam- 
paign based on policyholders repeat 
business. Moderator will be Walter M. 
Harrison Jr., Travelers. Panel mem- 
bers will be Leonard J. Watson, Se- 
curity Mutual Life of Binghamton; 
Paul Troth and William C. Heimburg, 
New York Life; Paul Duling, Postal 
Life; Richard N. Boulton, Phoenix Mu- 
tual Life; Walter Cornish, Prudential; 
Russell V. Vernet, Mutual of New 
York; D. T. McGraw, Acacia Mutual 
Life; and Helen S. Hogg, Provident 
Mutual Life. 

A “mugwump” panel will present 
considerations from both sides of the 
fence on the need for coordination 
between sales promotion and training 
directors. H. Curtis Reed, Travelers, 
will be moderator. Lawrence W. Stratt- 
ner, director of training of Berkshire 
Life, and Kenneth L. Brooks, assistant 
director of sales promotion of Pruden- 
tial, will be participants. 

Following a luncheon, at which 
reports and announcements will be 
made, three repeating round table dis- 
cussions will be held during the after- 
noon. Planning, motivation (merchan- 
dising and awards) and public rela- 
tions aspects (implementing through 
policyholder contacts) will be dis- 
cussed. The president’s reception will 
be held from 5:30 to 7 p.m. 

Mr. Troth will open the March 16 
session at 9:15 a.m. with a New York 
Life sound-slide film, “Are You Mak- 
ing the Most of Mass Markets?” 


Harvey Kesmodel, Sun Life of Bal- 
timore, will be moderator of a shop 
talk session on personnel organization, 
budgets and daily systems. Speakers 
will be William S. *Weier, Prudential; 
Donald E. Lynch, Mutual Benefit Life; 
Seneca M. Gamble, Massachusetts Mu- 
tual Life; Warren L. Bacon Jr., New 
England Life; H. Bogert Farquhar, 
Connecticut General Life; and William 
E. Reimer Jr., Provident Mutual Life. 

Final speaker will be Charles C. 
Robinson, communications consultant, 
former sales vice-president of Colum- 
bian National Life and chairman of 
the public relations committee of 
LIAMA. 











Equitable Society a 
Promotes Dickenson 
to Senior V-P Post 


Equitable Society has elected Mel. 
ville P. Dickenson senior vice-pregj- 
dent. Formerly 
manager at Phila- 
delphia, he was 
transferred to the 
home office five 
months ago and 
named assistant to 
the president. 

Mr. Dickenson 
entered the busi- 
ness with New 
York Life in 1922 
and later went 
with Prudential’s 
group department. 
He joined the securities firm of East- 
man Dillon & Co. in 1929 and was a 
member of the New York Stock Ex. 
change from 1931 to 1935. 

Mr. Dickenson joined Equitable So- 








M. P. Dickenson ; 


ciety in 1937 and was named manager | 


at Philadelphia two years later. He js 
an authority on retirement and wel- 
fare plans. 


W.Va. Commissioner 
Frowns on New Taxes 


Commissioner Gillooly has expressed 





belief that the new corporation tax on | 
domestic and out of state insurance | 


companies will force a considerable 
number of companies to leave the state 
perhaps as many as 200, or one-third, 
of those the state licenses. The tax, 
effective July 1, assesses all insurers 
$250 to $5,000 a year, depending on the 
total capital or unassigned surplus, 
whichever is greater. 


Presently the insurance department | 


collects a $50 annual license fee from 
the approximately 600 insurers operat- 
ing in the state and gets another $50 
when the company files its annual re- 
port. This is in addition to the premium 
tax. 

e o . 

Mr. Gillooly said West Virginia law 
requires fire and casualty insurers do- 
ing business there to enter into rein- 
surance contracts with other companies 
as a safeguard. Many insurers, he said, 
are in the state solely to engage in 
such reinsurance. Other companies 
would be discouraged from entering to 
develop business and those with a 
small amount of business are likely to 
leave. 

The law is a departure from insur- 
ance taxation pattern nationally, Mr. 
Gillooly said, and may be challenged 
in the courts. Life Insurance Assn. of 
America and others have contended it 
imposes a tax on size without regard to 
business done or capital employed in 
West Virginia. 


—_—_——- 


Los Angeles CLU Slates 
Estate Planners Day 


An annual estate planners day will 
be held in Los Angeles March 29, spon- 
sored jointly by Los Angeles CLU 
chapter and Los Angeles extension of 
University of California school of busi- 
néss administration. Charles B. McCaf- 
frey, advanced underwriting training 
director at the home office of North- 
western Mutual Life, will head a team 
of estate planners. 

The morning session will be devoted 
to discussion of estate problems of doc- 
tors and dentists, accountants and at- 
torneys, life agents, and architects and 
engineers. The estate planning prob- 
lems of a three-way medical partner- 
ship, including the business and per- 
sonal assets of the families involved, 
will be discussed in the afternoon. 
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Communication Breakdowns Are Serious; 
C.C. Robinson Tells How to Avert Them 


Cc. C. Robinson, 
who recently 
went into business 
for himself as 
a communications 
consultant at Wel- 
lesley Hills, Mass., 
has had many 
years’ experience 
in the life insur- 
ance business, 
most recently as 
vice-president and 
manager of agen- 
cies of Columbian 
National Life. For some years he was 
editor of the Insurance Salesman. In 
the following article, written especially 
for The National Underwriter, Mr. 
Robinson tells why a company’s com- 
munication system may be breaking 
down without anyone being aware of 
it, He lists usual trevhle spots and 
gives some tested remedies. 


By C. C. ROBINSON 


Whether communication is manage- 
ment’s No. 1 problem today is of course 
a matter of opinion. That it’s an impor- 
tant problem, usually difficult and of- 
ten frustrating, is not likely to be 
questioned by anyone who is at all 
active in management. The American 
Management Assn. says this job of 
“getting ideas across to other people” 
uses up 80% of an executive’s time; and 
72 of 98 life companies that helped set 
the pattern for a LIAMA forum a 
couple of years ago mentioned com- 
munication as one of their increasingly 
complex problems. 

Certainly, good communications 
make everything a life insurance com- 
pany does easier and more effective; 
and poor communications, or a break- 
down in normally clear channels, can 
cause a lot of trouble. 

In my own work—which is mostly 
concerned with getting a company’s 
ideas across to the field force, then 
getting a play-back from the field to 
the home office—I have found a few 
places where communication is apt to 
be weak and where breakdowns often 
occur. 

Last summer I took some golf lessons 
from a pro who spent most of his time 
and my money telling me I wasn’t fol- 
lowing through. “Look,” I said, “you 
don’t hit a golf ball with your follow- 
through.” 

“No,” he admitted, “you don’t actual- 
ly hit it with your follow-through, but 
you’ll never play good golf if you 
haven’t got one.” 

The follow-through is a broad area 
of management responsibility where 
communication, especially between the 
home office and the field, seems to 
need a good deal of strengthening. 

We’re often told we do a much better 
job with training than we do with 
keeping in touch after the training is 
completed—that we spend a lot of 
money “buying books for some other 
company to read.” Supervision on the 
job has been emphasized and improved 
a great deal, but not so much attention 
has been given to building up the rela- 
tionships between management, the 
home office staff, and the field force. 

Good training stresses the why about 
as much as it does the what. Too often, 
In our day-to-day operations, manage- 
ment says what but forgets to tell why. 
This can cause trouble—and does. It is 
natural for most people to suspect the 
Motives behind actions they do not 
fully understand. 

For example, many agents resent 
Tequests for statements from attending 





C. C. Robinson 


physicians, additional specimens, chest 
X-rays, and so on. They forget, if they 
ever knew, that when these require- 
ments are met it is frequently possible 
for the company to make a more favor- 
able offer than it could make without 
them. 

I happen to know two home office 
underwriters. They work for companies 
of about the same size and the agency 
organizations are quite similar. One 
man is noticeably more conservative 
than the other, but his company’s 
agents will tell you “he’s a great guy.” 
The second underwriter, even though 
he is the more liberal, is actually dis- 
liked in the field. The first man follows 
through by explaining his actions; the 
other says “this is it.” 

Companies that make it a manage- 
ment policy to tell why they do what 
they do—and why they can’t do what 
they don’t do—enjoy, on the whole, a 
much more cooperative relationship 
between the home office staff and the 
field force. 

One company that has had a sub- 


stantial growth during the past six or 
seven years has been definitely under- 
staffed during much of that period, es- 
pecially in its agency department. 

“We've had to be sure we were doing 
first things first,” the vice-president 
says. “We haven’t had hands and feet 
enough to operate any other way.” 

This company used to invest a good 
deal of home office time in field train- 
ing—and it is picking up this activity 
again—but for several years most of 
its attention has, necessarily, been 
given to following up after initial 
training has been completed. 

“As we had to make a choice,” this 
vice-president explains, “we thought it 
made more sense to concentrate on 
trying to hold and build the men we 
already had, than it would to go all out 
finding and training new men we were 
not staffed to bring through.” 

Through the planned and continued 
use of letters, phone calls, home office 
visits, and what trips to the field they 
could manage, this company has at 
least partly overcome a serious person- 
nel handicap. By following through, it 
has made its managers and agents feel 
they are important members of a hard- 
playing team. The fact that there has 





COMMUNICATION GUIDE 


1. Be sure you know what you 
want to say and why it should be 
said before you try to say it. Re- 
member how you say it is often as 
important as what you say. 

2. Watch your timing. When and 
where you say it is important too. 

3. Follow-up—get a play-back to 
be sure you were understood. 

4. Listen—before and after you 
tatk. Try to understand as well as 
to be understood. 

5. Back up what you tell people. 

6. Develop one idea at a time. 

7. Say what you mean—don’t use 
words that could mean something 
else. 

8. Stick with facts and be consist- 
ent. 











been relatively low turnover in this 
company’s field force is not surprising. 

A little-considered part of the fol- 
low-through pattern is the reminder. 
Field men—and, I strongly suspect, 
most of the rest of us—are notoriously 
weak when it comes to remembering 

(CONTINUED ON PAGE 26) 








Progress Report on Prudential’s Decentralization No. 2 
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Prudential’s CANADIAN HEAD OFFICE... part of our program to bring Prudential 
service closer to the people we serve—through decentralization. With headquarters 
in Toronto, Ontario, the Canadian Head Office, established in 1950, serves the area 
you see above. Other regional home offices are located in Chicago, Houston, Jackson- 
ville, Los Angeles, Minneapolis, in addition to the Home Office in Newark. 
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GAMC Survey Reveals Members Have Keen 
Interest in Studies to Boost Their Ability 


A survey by General Agents & Man- 
agers Conference has revealed that 
more than half the members hold col- 
lege degrees, a similar percentage has 
completed some or all parts of CLU, 
and 78% think more study groups in 
agency management should be organ- 
ized. 

Survey replies were received from 
1,233 of the 4,000 members. Half the 
respondents were 45 or under and 42% 
had less than five years’ managerial 
experience. 

Forty-six percent of the respondents 
have attended LIAMA agency manage- 
ment schools and 15% have completed 
or were taking the LIAMA agency 
management study course. Five per- 
cent have completed the American 
College management study program 
and many have attended company 
management schools and conferences. 

Sixty-five percent said they would 
take part in more local study groups 
in agency management if the groups 
were organized. A majority of those 
with agency supervisors thought the 
supervisors would attend also. The su- 
pervisors of 14% have attended or will 
attend a LIAMA supervisors school. 
This represents a much larger number 
than those who have attended, and 
may mean a significant potential de- 
mand for such training, the report said. 

Slightly more than half the respond- 
ents have recruited on college cam- 
puses. Those who have not gave one 
or more of these reasons: college re- 
cruits are too young; they are too ex- 
pensive; they need too much training 
and supervision. Although not stated, 
a possible major deterrent to some 


managers is a company policy to do 
campus recruiting only through home 
office recruiting specialists. This is in- 
tended to create better relations with 
colleges by avoiding the chance that 
several managers might recruit at a 
college at one time. 

Two-thirds of the replying managers 
listed areas in which they would like 
to see GAMC exercise leadership, other 
than management training. Some prin- 
cipal areas included ethics, broadening 
relations with universities, greater or- 
ganization of local GAMC activity, and 
promoting life insurance as a product. 





New Castle Assn. Backs 
Kemp for NALU Trustee 


Dewey W. Kemp, manager of Acacia 
Mutual Life in Wilmington, Del, has 
been endorsed by the board of New 
Castle County Assn. of Life Under- 
writers as a candidate for trustee of 
National Assn. of Life Underwriters. 
Mr. Kemp is president of the New 
Castle County association. 





State Mutual Manager 


State Mutual 
Life has appoint- 
ed James W. Neal 
manager in 
Greensboro. Mr. 
Neal, assistant 
manager the past 
year, formerly was 
with Jefferson 
Standard Life. 
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To the Public 


Through a Strong and Rapidly 
Expanding Agency Operation. 


A fast growing, 


progressive company. 
A definite plan for advancement. 
A new and modern contract. 


Write: G. Frank Clement, Vice President in Charge of Agencies 
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Life of America 
Broadens Scope 
of Operations 


Life Insurance Co. of America, Wil- 
mington, Del., has embarked on an 
agency expansion program aimed at 
country-wide operations, within the 
next few years, according to Jay Ar- 
net, director of agencies. It is now 
licensed in Delaware, Maryland, Penn- 
sylvania, Indiana and Illinois. 

Before joining Life of America last 
fall, Mr. Arnet was director of agencies 
with American Income Life of Indiana. 
He entered insurance with Pacific Mu- 
tual at Los Angeles, making the Lead- 
er’s Club in his first three months. He 
later was Pacific Mutual’s New Jersey 
director of personnel and training and 
opened offices in Jersey City, Passaic 
and Elizabeth. He also recruited and 
trained a staff for the Philadelphia of- 
fice. He has written many articles on 
sales techniques and has spoken before 
local and national agents’ groups. 

Assistant director is Jack Walls, who 
entered insurance in 1949. He has been 
a manager for Guardian Life and did 
sales promotion work for Travelers. 

Besides all the usual life, hospitali- 
zation and A&S policies and riders, the 
company has developed a package sale 
around its “LICA Diamond” policy. 
This has return of premium, savings, 
and optional disability benefits. A com- 
plete pre-approach and lead-producing 
direct mail program has been devel- 
oped for this and other plans. The 
company has 10 hours of sales lectures 
on tape recordings plus several original 
training books. Agents will be backed 
with local advertising in newspapers 
and by direct mail. 

Recent field appointments include 
Sidney Grossman, Philadelphia; Har- 
old Block and Joseph Brown, Allen- 
town, Pa.; John Williams, Johnstown, 
Pa.; Robert Sherman, Lancaster, Pa.; 
Elmer Johe, Pittsburgh; and B. Brad- 
leigh Bergmann, who has just been 
named to handle sales promotion for 
Illinois and Indiana. 











Walter Stoessel, general agent of 
National Life of Vermont at Los An- 
geles for 20 years, has been succeeded 
by his son, James Stoessel. Mr. Stoes- 
sel is shown turning over the keys to 
the agency to his son. James Stoessel, 
who studied in the graduate division 
of Wharton school, entered the busi- 
ness with his father’s agency in 1951, 
advancing to brokerage manager and 
then associate general agent. The elder 
Mr. Stoessel, in the business 35 years, 
will continue as associate general 
agent. The Stoessels were the first 
father and son team to receive their 
CLU designations at the same time. 
The agency will be moved to 4848 
Wilshire boulevard. 


Wilde Hits N.Y. 
Ban on National 


Fire Acquisition 


President Frazar B. Wilde of Con- 
necticut General Life, discussing the 
refusal of New York state attorney- 
general to permit his company to ac- 
quire National Fire, said New York was 
acting as a “federal superintendent of 
insurance.” 

Mr. Wilde said the attorney-gener- 
al’s ruling “is a denial of the basic 
principle of state regulation under suit- 
able reciprocal standards.” He said he 
was sure it could have been upset in 
court “had it been practical to pursue 
that course. 

“We are investigating, both in co- 
operation with industry committees 
and in our own behalf, as to the fu- 
ture,” he said. “Whether a change 
through legislation or through other 
means will develop we do not know. 

“This much we do believe, namely, 
that the state of New York cannot ex- 
pect indefinitely to act as federal su- 
perintendent of insurance for all the 
other states.” 


Stockholders of Connecticut General 
and National Fire had approved a deal 
whereby Connecticut General would 
acquire National Fire through an ex- 
change of stock. New York ruled that 
such a merger would violate the state’s 
laws. 

Mr. Wilde spoke at the annual meet- 
ing of stockholders, who voted to in- 
crease Connecticut General’s capital 
stock from $6 million to $12 million. 
The board voted a quarterly dividend 
of 45 cents for each share after the 
capital increase, payable April 2. This 
means stockholders of record March 2 
will receive dividends at the rate of 
$3.60 annually. Prior to the increase in 
capitalization the rate was $2.60. 





Fund for Life Company 
Stock Pays First Dividend 


Life Insurance Investors, Inc., has 
declared its initial cash dividend, 18% 
cents per share payable March 1 to 
holders of record Feb. 25. The dividend 
is made up of .1145 from capital gains 
and .0705 from investment gains. 

There are 1,400,000 shares outstand- 
ing. The net asset value per share pres- 
ently is $15.57, approximately the mar- 
ket price. A total of 76.3% of the fund’s 
assets is invested in the stocks of life 
companies, the remainder being in cash 
and U.S. Treasury notes. 

Life Insurance Investors, which has 
its administrative offices at 10 South 
LaSalle street, Chicago, is an open end 
fund with a fixed capitalization. 





Pru Cites 17 Agencies 


The Marks agency of Prudential in 
New Orleans has won the annual 
president’s trophy for distinguished 
all-around accomplishment among or- 
dinary agencies for the third time. 

The Alford agency in Chicago won 
a companion brokerage trophy for the 
second time. 

The Payne agency in Los Angeles 
won a presidential citation as runner- 
up. 
Citations for all-around accomplish- 
ment went to these agencies: Kling- 
beil, Detroit; Rice, Philadelphia; Be- 
thea, Newark; Frey, Milwaukee; 
White, Los Angeles; Tally, Jackson- 
ville; McCelvey, Ft. Worth; Travis, 
El Paso; Yount, Seattle; McTaggart, 
Honolulu; Merritt, Washington, D.C.; 
Ziglar, Pasadena; and Brown, Balti- 
more. The Vort brokerage agency in 
Newark won a presidential citation 
for brokerage performance. 
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greater 


Insurance in Force December 31, 1955. . . $1,340,519 627 


An increase of $128,918,969 in 1955. Southwestern 

Life’s insurance in force has increased by a greater amount 
during the past eight years than it did 

during the preceding 45 years of the Company’s history. 





greater STRENGTH 
Assets December 31, 1955. . . $369,052,237 


These assets, listed in the accompanying statement 
of condition, guarantee the security of 

the policy values belonging to the hundreds of 
thousands of Southwestern Life 

policyowners. At the end of 1955, these resources 
exceeded all present obligations to 

policyowners and all other liabilities by $41,611,905. 





greater Bi aiaares 
Policy Benefits Paid in 1955 . . . $21,645,780 


An increase of $3,200,000 over the amount paid in 1954, and 

a grand total of more than $220,000,000 paid since the Company was 
organized in 1903. Again in 1955, Southwestern Life distributed 

more than 10 per cent of all the life insurance benefits paid by all 
companies to policyowners and beneficiaries in its home state. 


New Paid-for Business in 1955... . $211,281,979 


Southwestern’s agency organization produced 

$178,419,027 of new business, a record achievement in 
agency force sales for the seventh consecutive year. In 
addition, the Company underwrote $32,862,952 of group 
insurance on U. S. Government employees, and now 


has more than $100,000,000 of such insurance in force. 


Funds Newly Invested in 1955... . $59,847,038 


These funds, usefully employed in carefully 
selected and well diversified investments, contribute 
to the economic development of the 

Southwest by financing a great variety: of 
individual, business and public undertakings. 


goutnesterm M8 Serves the gooey gquthwes™ 
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Southwestern Life exons 


annual 

statement 
(O:; 

condition 


as filed with the Insurance Depart- 
ments of the states of Arkansas, 
Louisiana, New Mexico, Oklahoma 
and Texas. 


DECEMBER 31, 1955 


assets 
United States Government Bonds...................000005 $ 43,497,635.94 
County and Municipal Bonds.................... cece ee eee 25,412,086.75 
Public Utility and Corporation Bonds...................... 35,877,625.91 
First Mortgage Loans on Real Estate...................... 171,953,708.18 
ROWE LGUs ooo boc vane Cadiaeuce caves sacansenes 6,253, 168.96 
Home Office Building ................ 0... cece cece e neues 1,700,000.00 
UUCKUNICUR CIOS 5 oo occ conc valerie decsavccatenendences 10,514,827.00 
an atm ee et eo ns ec ea as Ue neu ens 7,012,511.00 
Other Common Stocks ............. 2.0 c cece e cece eee e ees 21,261,668.00 
Caslts cS ocaes LEE Re NEOTEL ORE EISELE, PeLET 6,364,862.70 
Loans Against Cash Values of Policies.................... 25,726,161.56 
Accrued Interest and Miscellaneous Assets................ 1,807,249.41 
Net Premiums to Complete Policy Years.................. 11,670,731.84 


These are premiums either in process of collection or due to be paid 
during the current policy year. Proper offsetting liability is included in 
the policy reserves shown in the statement. 


TOUABT ASSEN oes wate a5 Sos sno sh Fase ee $369,052,237.25 
liabilities 

WOUG WRONG ooo os irc doar crcivécsouksevaeanaes $306,824,542.95 

Premiums and Interest Paid in Advance.................... 4,494,508.48 

Reserve for Taxes and Other Liabilities.................... 4,500,802.96 

Commissioners Mandatory Valuation Reserve............... 11,620,477.50 

TOTAE LIABIEITIES «0.0. ccc ccccnccccccwcccuens $327,440,331.89 


surplus funds 
for the protection of policyowners 


Reserve for Contingencies: 


For Investment Valuation................... eee ee ees $ 12,740,338.37 
For Interest and Mortality Fluctuation.................. 4,621,566.99 
Ganliam Stet oo ose race a sc asescocer-Geacuenceus 5,000,000.00 
SUMIEI ert sda ceducdi den eddwiacdadccsvaduniceustes 19,250,000.00 
TOTAL SURPLUS FUNDS.................-00-e ees $ 41,611,905.36 

TOTAL LIABILITIES AND SURPLUS FUNDS.......... $369,052,237.25 


Stocks in this statement are valued at closing market prices on December 31, 1955, and bonds 
at amortized values as prescribec by the National Association of Insurance Commissioners in 
its valuation report adopted by the Insurance Departments of most states. 








JAMES RALPH WOOD, 
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Pacific National SHOW 1955 IN SURANCE RESULTS Equitable Society 
1954 1955 1954 a 
New "hife New Life Life Ins. Life Ins. N 4 Off 
Promotes Four Increase in Increase in ames icers 

Pacific National Life has named a ane. = ted = . Equitable Society has made these 
Gerald L. Leaver financial secretary, The Fidelity Mutual Life seneeene omnes beeen ere a % — 

li : 5 egies ;_ Northern Life, Wash. ............ ,376, 710,760 ,723, 175, obert enson becomes vice- 
William I. Spere assistant vice-presi- No:thwestern Mutual Life .. 634,456,003 568,681,958 382,931,404 331,854,201 ‘dent. H 5 Saget ocll 
dent, John W. Lowe assistant general New England Mutual Life — i a 908,177,597 — pagina oa ¥ — : om oo 

re Shenandoah Life 4,628,4 ,009, 835,075 1423, an industrial analyst in ater be- 
counsel, all newly created positions, Southland Life 185.302.3042 206,417,2762 93,653,413 115,633,929 ‘ bli . Gites eiiies & 3 
and Robert A. Peterson secretary. State Mutual Life, Mass. .. 292,374,446 335,458,927 246,222,638 252,715,288 COMIng a public alyst, an 

Mr. Leaver joined Pacific National’s Union Mutual Life 139,817,654 129,969,780 89,079,494 93,276,904 has been manager of the public utilities 

Fraternals tion of the securities and investment 
mortgage loan department last Sep- sectio: ; 
Ind. Order of Forrester. ..............ssssss00 78,380,480 66,079,947 42,118,008 31,034,208 department since 1953. 


tember. Before that he was manager of 
Reconstruction Finance Corp. at Salt 
Lake City and Portland, Ore. 

Mr. Spere, with the company 10 
years, formerly was executive assist- 
ant. He directs advertising, publicity 
and sale promotion; is active in agen- 
cy work, and edits the agency maga- 
zine, Panlaco. 

Mr. Lowe is a member of the Salt 
Lake City law firm of Stephens, Bray- 
ton & Lowe. He also is a member of 
the board and executive committee. 

With the company since 1947, Mr. 
Peterson has worked as personnel di- 
rector, manager of the first year de- 
partment, assistant office manager and 
assistant secretary. Last August he was 
made office manager and will retain 
this title along with that of secretary. 


New business figures include the following amounts of revivals and increases for 1955 and 1954 


respectively: 1$5,535,325, $4,891,003; 


2$23,294,834, $20,244,254. 








American Society Names 
F. C. Hirons to Board 


Frederic C. Hirons, who will be- 
come 2nd vice-president in charge of 
sales development of Union Central 
Life on June 1, has been elected to the 
board of American Society to fill the 
uncompleted term of Sid Marean, in- 
dependent, Cincinnati, who died re- 
cently. 

Mr. Hirons, vice-president of the 
Cincinnati CLU chapter, assumed the 
presidency when Mr. Marean died. He 
has been with Union Central since 
1950 and is a member of Million Dol- 
lar Round Table. 


General American Life 
Adds 2 St. Louis Agencies 


General American Life has appointed 
Jack Hensley and John W. Sandford 
district managers at St. Louis, adding 
two agencies to the eight now there. 

Mr. Hensley started in life insur- 
ance in 1946 with Equitable of Iowa, 
later was general agent for Pan-Amer- 
ican Life and from 1952 to 1956 headed 
the Connecticut Mutual Life agency 
at St. Louis. 

Mr. Sandford for four years has been 
life manager for Continental Assur- 
ance at Hannibal, Mo. Before that he 
was with Northwestern Mutual. 





PROVIDENT PROGRESS 


LIFE WITH 


PROVIDENT 


LIFE INSURANCE IN FORCE 


1935 MMB $78,651,011.00 


1945 HE $261 627,076.00 


1955 


ACCIDENT AND HEALTH PREMIUMS 


1935 BEB $4,187,063.99 


1945 ES $1 2,562,539.51 


1955 


Another year of outstanding production gains — thanks to an outstand- 
ing group of Provident producers and brokers in 47 states and Canada. 


PROVIDENT LIFE & ACCIDENT INSURANCE COMPANY 
Chatlansaga - Since 1857 


LIFE SURGICAL 


ACCIDENT SICKNESS HOSPITAL 





$1,757,541 ,983.00 


$51,724,993.51 





MEDICAL 


Richard E. Erway becomes 2nd vice- 
president and associate counsel. He 
joined the investment law department 
in 1951 and has been associate counsel 
since 1952. He previously was assistant 
actuary and secretary of Acacia Mutu- 
al Life, corporate finance attorney of 
Metropolitan Life and in private law 
practice in New York City. 

Harry Walker becomes 2nd _ vice- 
president and associate actuary. He 
joined the company in 1931 and has 
been associate actuary in charge of the 
mathematical bureau of the actuary’s 
department since 1951. 

Alf Melander becomes assistant sec- 
retary. He has been a securities analyst 
for about 30 years and will continue in 
that work. 


Colonial Wins Award 
for Community Work 


Colonial Life received the annual 
award of Chamber of Commerce and 
Civics of the Oranges and Maplewood 
at a dinner held in East Orange and 
attended by more than 400. The award, 
presented annually for outstanding 
community services, was presented to 
President Richard B. Evans of Colonial 
by William J. Orchard, a past presi- 
dent of the chamber. In presenting 
the award, Mr. Orchard stressed the 
importance of community relations 
and said that virtually every officer, 
department head and a large majority 
of the employes of the Colonial are 
actively engaged in some local com- 
munity or civic activity. 

In accepting the award for the com- 
pany, Mr. Evans said that “the oppor- 
tunity for service to this community 
has always made a strong appeal to 
the hearts and minds of all members 
of the Colonial Life family. Since com- 
ing to East Orange in 1948, most of 
our home office staff have continuous- 
ly been engaged in some facet of com- 
munity activities. Practically every 
week, some member of the Colonial 
is holding a meeting with committees 
of other public spirited people in our 
assembly room for some worthwhile 
charitable, civic or service organiza- 
tion. This is evidence of the unselfish 
devotion and loyal cooperativeness 
with which Colonial people are en- 
gaging to make the community a bet- 
ter place in which to live and work.” 





Colorado Insurance 
Group Lists Meetings 


Colorado Insurance group, Boulder, 
is holding three semi-annual sales 
conferences this month. The central 
conference, now in progress at New 
Orleans and continuing to March 4th, 
has attendance from nine states and the 
District of Columbia. The midwest con- 
ference, with representatives from 11 
states in the midwest and Rocky Moun- 
tain area, will be held at the home 
office March 7-11. The western confer- 
ence, for representatives from seven 
western states, Hawaii, and Alaska, 
ag held in San Francisco March 

The company wrote over $1 million 
in 1955, an increase of 100% over 1954, 
and has set a sales objective of $2 
million for 1956. 
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More Speakers for 
LIAMA Agency Meeting 


Sam G. Shackelford, senior consult- 
ant of LIAMA, will discuss the ques- 
tion, “How Can Agent Development 
Be Improved?” at the March 13 morn- 
ing session of LIAMA’s agency man- 
agement conference March 12-14 at 
Edgewater Beach hotel in Chicago. 
He will introduce the new agent devel- 
opment program, on which he has been 
coordinator. 

Richard N. Ford, director of publica- 
cations of LIAMA, will be moderator 


of a forum on bank authorization 
check plans. Participants will be Wil- 
liam R. Davis III, director of field 
services of Commonwealth Life of 
Louisville, and John D. Brundage, ad- 
ministrative vice-president of Bankers 
National Life. 

John L. Lobingier Jr., director of 
public relations of LIAMA, will discuss 
“Six Ways to Good Public Relations.” 
“Your Life Tomorrow” is the title of 
the closing address to be given the 
morning of March 14 by Charles J. 
Zimmerman, managing director of 
LIAMA. 


National A&éH One 


for Four Dividend 
Stockholders of National A&H, 
Philadelphia, have approved an in- 


crease of capital stock from $400,000 
to $500,000, to be effected by a one for 
four stock dividend to holders of rec- 
ord March 1. 

At the annual meeting, John S. Rice, 
secretary of property and supplies of 
Pennsylvania, and P. Webb Casey, 
Philadelphia insurance attorney, were 
elected as members of the board of 
directors. 





EWS for 














i 
| | 
| This John Hancock | 
| message appears in | 
| BUSINESS WEEK | 
| U. S. NEWS & WORLD REPORT 


MUTUALY LIFE 





those who run 





NE MAN 
BUSINESSES 


Life insurance policies 
for BUSINESS SECURITY 


at Low Cost 





If the answers to these questions are disturbing, 
it might be well to consider how life insurance can be 
applied to eliminate some of your worries. 


This is an excellent time to look into these questions. 
John Hancock offers low-cost policies for 


business security. 


Ask your John Hancock agent about the low cost 
Preferred Risk policy. 





If you are the owner of a one-man business 

there are a number of questions which may force 
themselves on you: 

What would your business be worth without you? 
Would it be salable? 


Would it be possible to avoid a forced sale? 


INSURANCE COMPANY 


DEDICATED TO THE INDEPENDENCE AND 
FREEDOM OF EVERY AMERICAN FAMILY 


BOSTON, MASSACHUSETTS 





March 15 Deadline 
Nearly Here, MDRT 
Applicants Warned 


March 15 no longer causes income- 
tax jitters but it’s still the deadline for 
submitting applications for 1956 Mil- 
lion Dollar Round Table membership, 
warns Chairman Arthur F. Priebe, 
Penn Mutual, Rockford, Ill. 

“No matter how emphatically we re- 
mind everybody that March 15 is the 
last day and that positively no excep- 
tions will be made, there are always 
a few applicants each year who miss 
qualifying because they didn’t get 
their applications and supporting doc- 
uments into the mail on or before 
March 15,” said Mr. Priebe. 

“We get these anguished appeals 
with all kinds of explanations. But 
we send the applications back with- 
out even considering them. If we start- 
ed making exceptions it would never 
end. The rule is that all applications 
must be postmarked March 15 or earli- 
er, and that, as far as the executive 
committee is concerned, is it. 

“The most usual type of excuse is 
that the applicant left the material 
with his secretary with instructions to 
complete the forms and mail them to 
MDRT headauraters in ample time and 
she failed to follow through. We’re 
sorry about these situations but the 
by-laws leave us no choice. The most 
convincing explanations in the world 
won’t take the place of a March 15 
postmark. 

“Here’s a suggestion to general 
agents and managers: If you have any 
agents with million-dollar 1955 pro- 
duction, why not check with each one 
to make sure his application gets into 
the mail by March 15? Even the life 
members have to send in their papers 
to maintain membership. Maybe you'll 
save an agent a needless jolt to his 
morale by keeping him from missing 
MDRT membership through a care- 
less error. Then, too, each Round Table 
member in an agency adds to its pres- 
tige—why miss it?” 


Wekall Heads Long Beach 


Agency for Lincoln National 


Lincoln Nation- 
al Life has ap- 
pointed Eugene E. 
Wekall Jr. general 
agent at Long 
Beach, Cal. The 
agency will func- 
tion in Los Ange- 
les and Orange 





counties. 
Mr. Wekall 
started in insur- 


ance in 1952 at Los 
Angeles where he 
later advanced to 
supervisory posi- 
tion. 


Wyatt Raises Dallas Man 


A. Haeworth Robertson has been ad- 
vanced to associate actuary in the Dal- 
las office of the Wyatt Co. Before join- 
ing Wyatt, Mr. Robertson was an alr 
force officer, serving in Washington, 
D.C., as assistant to the chief actuary 
in making a special actuarial valuation 
of the military retirement system. He 
is an associate of Society of Actuaries. 





E. E. Wekall Jr., 








Rochester Managers Honor Agents 


Rochester, N.Y., Life Managers 
Assn. honored 31 agents chosen “men 
of the year” by their agencies for loy- 
alty and service to their companies 
and policyholders. Speaker was Harry 
C. France, financial columnist of the 
Buffalo Evening News. 

















LIFE INSURANCE EDITION 9 











58 March 2, 1956 


—~— — 


. | We Proudly Present the Officers 








ie of Acacia’s Honor Organization 


WALTER F. SZWED, C.L.U. 


President, W.M.Q.C. 
Detroit, Mich. 





ose 
— 
a = 
i t 
LIRR ODOR SRE PN 


Cd 
— 
> 
al 





nost LESLIE H. WARSHELL 


1st Vice Pres. 
Chicago, IIl. 










WILLIAM P. WERME 


3rd Vice Pres. 
Pittsburgh, Pa. 


WILLIAM D. SHELBY, JR., C.L.U. 


2nd Vice Pres. 
Louisville, Ky. 


RICHARD A. HILLIARD 


4th Vice Pres. 
Norfolk, Va. 


We salute our top ranking Fieldmen for having earned the Like all Acacia Fieldmen, they know that “‘the business 


right to serve as officers of Acacia’s Quality Club for 1956. To 
achieve their coveted positions, each man produced an out- 
standing volume of highest quality business during the past year. 

While volume alone cannot earn one of these officerships 
in Acacia’s top honor organization, we are proud to report 
that these five Acacians paid for a total of more than 6 
million dollars of new business during the past year. Small 
wonder we take such great pride in the exceptionally high 
persistency records they rolled up. 


that stays is the business that pays’’ and under Acacia’s 
Opportunity Contract it pays not for just a few years but for 
as long as it remains in force. This lifetime monthly income, 
plus Acacia’s unique twice yearly cash bonus, are but two of 
the many reasons why every Acacia Fieldman strives to earn 
and maintain his membership in the William Montgomery 
Quality Club year after year. 

We congratulate and thank all of our Honor Club 
producers for their outstanding contribution to— 





ACACIA’S RECORD OF PROGRESS FOR 1955 
New Quality Business Sold Insurance in Force as of December 31, 1955 
$155,670,407 $1,423,701,283 

ad- | : 
Dal- jj 
oe , Assets as of December 31, 1955 
ary ss $323,392,277 
“ae | A > 
ents 
gers ACACIA MUTUAL LIFE INSURANCE COMPANY 
= | Howard W. Kacy, President 
“the Home Office —— Washington, D.C. 
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NAVARRE CRITICAL 


Ask Mich. Solons 
to Put Glass on 
Blue Cross-Shield 


LANSING, MICH.,—Resolutions 
calling for special legislative com- 
mittee investigations of Blue Cross 
services in Michigan have been offered 
in both houses of the legislature. The 
probes were asked to culminate a ser- 





ies of developments which had their 
inception a few weeks ago when Mich- 
igan Hospital Service and Michigan 
Medical Service asked a 23% rate in- 
crease and were granted a 15% in- 
crease by Commissioner Navarre. 
Proponents of a rival union-spon- 
sored plan, still in the formative stage, 
consulted with the commissioner coin- 
cident with the conduct of a hearing 
in the house on a bill which would 
force the Blue Cross plan or similar 
hospitalization service programs on a 
deductible basis. This measure would 


require that subscribers to such serv- 
ices pay their own costs for the first 
day of hospitalization and 15% of costs 
after the first week. 

Although this bill was viewed as 
meritorious by Commissioner Navarre, 
who was openly critical of the Blue 
Cross operations at present, it was 
widely rumored that it would not 
emerge from committee. Mr. Navarre 
also asked for a committee study of 
Blue Cross but this committee would 
be named by Gov. Williams. 

Mr. Navarre told the house commit- 
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Highlights from the 
105th ANNUAL REPORT 


Nineteen fifty-five was an outstanding milestone in the one 
hundred five years of the company. Purchases of life insurance 
were the highest on record and amounted to $166,106,000. 
Insurance in force increased $90,537,000 - the largest gain 
for any year - and brought the total insurance in force to 
$1,481,806,000. Premium income also set a new record, 
totaling $58,138,000 for the year. Growth in assets was 
$37,078,000, bringing the total to $716,107,000. Benefits 
becoming payable to policyholders and beneficiaries were 
the largest for any year and totaled $39,369,000. 


PHOENIX MUTUAL 
OF HARTFORD. 
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ASSETS 
United States Goverment Bonds .................. § 77,455,345 
PEO SS 2: | ac oe mE eae 240,403,670 
First Mortgages on Real Estate ................. 922,210,341 
Real Estate (Including Home Office) ........ 12,463,099 
Stocks 14,839,982 
Policy Loans 30,367,557 
Cash 4,135,422 
Interest Due and Accrued .....cccccccncnnenenenene 6,085,650 
Deferred and Oustanding Premiums .......... 8,146,036 
Total $716,107,102 
LIABILITIES 
Reserves for Insurance and Annuities ..... $517,050,234 
Policyholder Funds at Interest 0.0... * 122,274,671 
Reserves for Dividends Payable in 1956 .. 7,515,059 
Incomplete Claims 1,963,841 
Reserves for Taxes and Miscellaneous 
Purposes 13,699,693 
Contingency and Security Valuation 
Reserves 15,946,979 
Surplus 37,656,625 
Total $716,107,102 


COMPANY 


INSURANCE 
CONNECTICUT 





tee at its hearings that the Michigan 
Blue Cross, which has in excess of 
3,600,000 subscribers, has been ex- 
perimenting with a deductible plan 
but he believes its effort along this 
line is “wholly insincere.” He accused 
Blue Cross officials of failing to face 
up to their problems, declaring “this 
thing has been serious for years; it’s 
about time Blue Cross woke up to it 
and quit running around with $100 
million in trust funds, doing as they 
please with it.” 

Bennett J. McCarthy, assistant di- 
rector of Michigan Hospital Service, 
told the house committee that the de- 
ductible plan should not be made 
mandatory, contending it would han- 
dicap the service organization and that 
insurance companies operating in the 
same field would not be so restricted. 
He said subscribers have shown no 
disposition to sign up for other than 
the full coverage plan. He blamed the 
need for higher rates to a steady in- 
crease in hospital costs but conceded 
that “over-utilization” by subscribers 
has been a factor in that picture. 

In his meeting later with would-be 
organizers of a rival service associa- 
tion, he told them that “there are no 
short cuts to state approval.” Some 26 
union leaders and Irving Kasoff, their 
attorney, appeared in behalf of their 
organization proposal which, they said, 
has the support not only of many De- 
troit unions but of several consumer 
co-operative groups. Kasoff asked that 
the commissioner seek an attorney 
general’s opinion relative to validity 
of a provision in the present acts cov- 
ering formation of hospital and medi- 
cal services which requires approval of 
the directorates of any such organiza- 
tions by the medical profession. He 
said his group intends a supreme court 
test, if necessary, of this requirement 
which, it is felt, might block organiza- 
tion since state physicians control Blue 
Shield (Michigan Medical Servce) and 
the hospitals are themselves controll- 
ing factors in Blue Cross (Michigan 
Hospital Service). 

The twin resolutions calling for in- 
quiries are senate resolution 11, of- 
fered by Sen. Leo Roy, John Hanoock 
agent and chairman of the senate in- 
surance committee, and house concur- 
rent resolution 30, introduced by Rep. 
William Romano, Van Dyke. 

Mr. Roy’s resolution noted the huge 
scope of the enterprise and the fact 
that it operates on a “tax-free” basis 
but, despite that fact, has been boost- 
ing rates. He said an interim commit- 
tee should be created to “determine the 
reason for such discrepancies (the 
need for cost increases despite tax-free 
advantages) and whether or not the 
laws of the state should be amended in 
order to protect the public in this high- 
ly necessary field.” 

The house resolution would set up 
a committee to “study the factors caus- 
ing the continuous series of increases 
in policy rates by such insurance com- 
panies...and to report its findings 
and recommendations to the legisla- 
ture...” 

William S. McNary, executive vice- 
president and general manager of 
Michigan Hospital Service, took sharp 
issue with Commissioner Navarre in 
a statement in which he declared that 
“Blue Cross does not believe its mem- 
bers should be denied, by law, a com- 
prehensive hospital contract if they 
prefer it.” He said Blue Cross “con- 
siders the charges of bad faith and oth- 
er misconduct to be wholly unfound- 
ed” declaring the organization has 
“continuously worked to improve its 
benefits, to reduce its operating ex- 
penses and to combat the effect of in- 
flationary trends in hospital costs.” 
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FINANCIAL STATEMENT 


December 31, 1955 
ASSETS 








Bonds ’ 

Real Estate Loans 

Stocks ; 

Cash in Banks wid Offices 

Real Estate , 
Net Unpaid and Biefevecdl i ; 
Policy Loans 

Collateral Loans 

Interest Due and eas 


TOTAL ASSETS 
LIABILITIES 


Policy and Contract Reserves: 
Life and Annuity 
Accident and Health 
Investment and Mortality Contingency Fund 
Gross Interest and Premiums Paid in Advance 
Taxes Accrued But Not Due 
Agents’ Bond or Savings Deposits 
Reserve for Policy Claims in Process of — 
Commissions Accrued to Agents and All Other Items 


Liabilities Other Than Capital and Surplus 
Capital and Surplus of ee ae 


TOTAL LIABILITIES 


234,333,904.94 
258,502,907.20 
9,998,274.20 
9,026,050.12 
33,113,509.81 
11,284,209.00 
20,495 ,033.49 
240,000.00 
3,149,896.99 





580,143,785.75 


481,295,172.00 
6,941,206.00 
10,000,000.00 
2,101,104.82 
4,352,087.18 
837,769.61 
2,366,989.52 
3,586,565.70 





5 11,480,894.83 
68,662,890.92 





. $ 580,143,785.75 





Gain in Life Insurance in Force During 1955 
Total Life Insurance in Force December 31, 1955 . 


. $ 339,932,598.00 
4,256,942,543.00 





THE NATION AL LIFE 


and Accident Insurance Company 


Nashville, Tenn. 


Edwin W. Craig 
Chairman of the Board 


Eldon Stevenson, Jr. 
President 
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Many A&S Benefits 
Offered to Older 
Ages, Survey Shows 


A survey of present coverage avail- 
able and underwriting practice pre- 
vailing in the area of individual and 
family A&S insurance has been com- 
pleted by Bureau of A&H Underwrit- 
and H&A Underwriters Confer- 


ers 
ence. It shows, among other things, 
that there is more A&S protection 


available to persons 61 years of age 
and older than is commonly realized. 

Current underwriting practice in 
determining age limits makes no dis- 
tinction as to the sex of the applicant. 
Varying with the company the age of 
issue limit for new business ranges 
from 55 to 85 years, and some insurers 
have no age limit. The average maxi- 
mum issue age is 67 years with 60 the 
limit most frequently cited, the report 
reveals. It was the first study of indi- 
vidual and family A&S undertaken 
by the two A&S associations. 

Forty nine percent of the 186 com- 
panies surveyed set no age limit on re- 
newals. The rest had an average re- 
newal limit of 70. 

The quality of coverage for persons 
in the 61 years and older age brackets 
in terms of benefit allowances varies 
little from that provided the younger 
age classes, the report indicates. Aver- 
age maximum surgical benefit for the 
older ages is $248 and the average 
minimum hospital room and board 
benefit is $13 a day. Thirty-one com- 
panies reported they made no reduc- 
tion in miscellaneous hospital expenses 
for the older ages and more than two- 
thirds reported they made no distinc- 
tion between miscellaneous hospital 
expenses benefits for the older age in- 
sured than for ail their insured. Aver- 
age in-hospital doctor visits for the 
older age brackets is $3 a visit, and 
private duty in-hospital nursing bene- 


Figures from Life Companies’ 











Year-End Statements Shown 


Increase Surplus to New Ins. in Increase Prem. Benefits Total 
Total in Policy Bus. Force Dee. in Ins. Income Paid Disburs, 
Assets Assets holders 1y55 31, 1955 In Force 1955 1955 1955 
$ $ $ $ $ 
American Mutual Life ...... 53,560,146 2,952,043 3,727,099 31,693,7472 216,133,216 17,342,000 5,616,324 3,027,394 5,223,304 
Bankers Life, Iowa ....... 791,353,572 64,153,054 52,676,309 366,125,952° 2,468,812,684 242,473,721 100,292,181 57,360,981 82,901,116 
Be BED ao cccesnsees 56,653,447 3,862,723 3,784,817 48,808,483 292,251,450 18,797,890 9,731,255 3,706,761 7,884,469 
Bankers Service Life, Okla. .. 1,318,141 257,499 330,218 14,832,262 25,482,681 10,332,164 1,869,055 690,858 1,666,115 
Cal—Farm Life ........... 2,888,198 791,761 666,982 7,258,638 93803, 484 5,755,443 1,140,707 177,280 530,062 
REL EME. io 0 eo. ssn ce.s 34,501,861 4,243,465 1,974,362 77,150,699 277,299,736 19,321,663 8,276,905 1,936,152 6,018,126 
Citizens National Life ...... 2,047,673 511,527 429,432 2,595,536 20,762,289 1,748,067 657,896 175,632 384,344 
Co eS ae 67,401,333 5,103,577 4,117,826 58,929,854 393,779,173 34,360,375 11,721,373 3,952,692 9,114,863 
Commonwealth Life ........ 115,798,243 11,342,223 12,352,056 183,693,850 895,473,541 97,523,841 21,941,450 5,503,723 14,533,023 
Connecticut General Life .... 1,458,418,360 143,398,554 107,945,471 783,738,041 7,166,357,129 1,010,470,514 252,355,843 133,350,044 193,470,928 
Giraitar Wate oo. ssc ccc ess 6,459,758 1,313,488 1,911,348 16,993,607% 57,066,797 —389,217 1,721,313 300,285 1,583,162 
Great Northwest Life ...... 7,669,036 783,665 1,511,330 7,613,756 40,270,857 3,059,954 1,218,031 365,390 820,299 
Guarantee Mutual Life ..... 96,068,895 6,272,950 8,435,745 42,368,554 355,837,332 21,052,004 10,654,251 4,895,046 8,952,445 
Homesteaders Life ........ 9,063,963 695,672 981,363 7,727,717 41,455,319 1,852,100 1,939,345 782,079 1,576,379 
SOND HEE oe can pisces eae es x 22,912,363 4,095,466 2,429,298 54,033,398 259,987,592 37,313,089 5,313,814 1,182,224 2,625,605 
Jefferson National Life 15,096,415 2,083,745 2,115,197 30,124,417 131,334,871 20,967,810 4,065,842 1,106,122 2,729,385 
Solm Hamestk ...ccccccces 4,593,160,607 360,417,000 426,136,089 2,100,577,320 17,387,137,773 1,554,848,958 573,138,472 312,147,056 4: 58, 502, 801 
Oe Sn er 522,802,958 45,806,487 34,052,870 442,506,266 3,355,768,534 330,628,307 67,985,618 36,267,355 54,878 048 
Mass. Savings Bank Life .. 122,524,986 8,103,671 10,385,135 41,409,136 543,840,407 31,316,246 13,024,632 7,739,485 10,448,078 
Minnesota Mutual Life 200,814,882 17,173,911 11,824,020 295,620,6664 1,493,819,542 1,493,819,542 30,001,339 14,909,495 24,290,334 
Mutual Life, Canada ...... 489,581,257 30,034,680 30,258,581 188,845,6675 1,794,967,127 141,263,034 47,529,449 33,548,559 44,910,973 
National Life & Accident 580,143,786 53,776,674 68,662,891 930,985,323 4,256,942,543 339, 932,598 117,183,525 34,234,304 84,566,721 
National Life, Canada ..... 33,470,122 2,467,820 1,890,590 38,504,086 201,512,482 25,452,038 4,534,646 1,896,992 3,867,905 
National Old Line ........ 16,926,904 3, 821,723 2,022,534 80,089,909 220,313,319 66,238,202 5,963,345 2,802,965 2,802,965 
Northwestern National Life .. 283,515,970 18,750,008 15,967,533 225,538,694 1,543,129,114 170,740,011 33,771,652 16,357,801 29,465,414 
Peninsular Life ........... 32,093,021 2,989,220 4,233,098 42,496,460 202,590,823 14,165,079 6,792,225 1,874,489 5,498,130 
wt a eee 15,331,702 4,521,809 1,260,565 21,838,742 92,876,462 15,569,974 2,620,010 717,175 1,990,026 
Security Mutual Life, N.Y. . 96,061,153 7,210,120 5,472,255 70,795,309 559,854,894 —1,856,727 23,745,940 14,009,185 20 817,678 
Security Mutual Life, Neb. .. 28, 164, 984 2,456,194 1,584,889 19,081,202 150,105,008 11,086,577 3,922,212 1,381,651 2,725,067 
Southern Life, N.C. ........ 15,352,765 1,831,259 2,432,496 64,638,936 144,470,086 16,759,794 5,471,902 1,198,115 4,103,576 
Standard of Oregon ....... 61, "885, 660 4,084,948 5,077,393 40,507 ,0298 241,851,934 26,570,980 7,829,725 4,516,052 7,070,689 
Union Central Life ........ 733,229,695 17,731,320 37,319,634 285,423,627 2,066,940,332 204,865,700 52,303,635 42,800,627 69,561,990 
United Services Life ...... 17,964,725 3,591,992 1,651,972 38,795,962 175,898,871 32,038,862 4,633,841 1,177,697 2,535,054 
State Farm Life ......... 106,453,800 15,989,948 14,284,734 186,918,861 960,005,760 108,101,958 23,765,912 5,443,440 14,330,277 
United of Chicago ......... 58,034,592 9,078,351 8,952,288 239,484,445 480,492,056 47,709,539 50,363,361 15,261,284 42,851,080 
Western Farm Bureau Life, Colo. 1,529,691 544,360 467,207 11,412,000 38,821,117 9,181,506 872,997 80,702 402,284 
Western National Life, Tex. . 2,815,677 463,051 1,078,470 69,533,519 73,763,937 19,610,547 1,790,060 632,572 1,250,678 
Wisconsin National Life .... 30,125,076 2,043,785 3,117,334 21,239,419 130,204,543 11,153,442 3,967,488 1,597,302 1,774,668 
Fraternals 
Gleaner Life, Mich. ....... 14,658,612 607,243 1,507,320 4,842,2947 52,658,329 2,171,593 1, a es 681,237 1,556,909 
Western Bohemian Fraternal Assn. 20,465,992 925,250 1,616,834 2,841,104 56,714,507 1,285,430 1,325,775 872,641 1,171,641 
New business figures exclude revivals and inereases except as follows: 1$50,987; 2381, 214,664; 83416, 084; 4$29,731,580; O38, 218,007; "68358, 111; 7$221,124. 








fit average is $10 a day for an average 
period of one month. 

Taking into consideration all age 
groups, the average maximum daily 
room and board benefit currently 
available is $15 a day, with $10 a-day 
the most popular sold, the report goes 
on. Of the companies reporting on hos- 
pital benefits, 60% provide miscellan- 
eous benefits in an amount up to 10 
times the daily room and board benefit 
—a $100 allowance is estimated as the 
sum commonly in force for miscellan- 
eous in-hospital services. Varying 
from 30 days to 500 days, the average 
maximum period of hospital confine- 


ment currently offered is 107 days. 

There is a wide variation in the 
maximum amount of surgical coverage 
available for all age groups, ranging 
from $125 to $600, and the average is 
$290. However, the most popular 
schedule sold is $200. 

Two-thirds of the companies sur- 
veyed offer benefits for visits by the 
doctor at the hospital. While coverage 
is available for in-hospital doctor care 
for periods of three months, and in 
one case 500 days, the average period 
offered is eight weeks with the aver- 
age period sold, 30 days. 


Coverage for in-hospital private 





45th ANNUAL STATEMENT @ Farmers & Bankers Life Insurance Company 


SHOWING CONDITION AS OF DECEMBER 31, 


1955 


1955 


Assets Liabilities 
2 ee Kc Gch een ees wos $ 1,187,801.30 Legal Reserve on Policies................60- $34,382,791.98 
ee + EE See aa ea § j 5. 399, 020.35 9,270,258.09 Commissioners Security Valuation Reserve... . 350,057.31 
haetgg ring Ts ates Unrealized Profit on Stocks..............00: 105,942.34 
State, County, Municipal..... ,956,661. 
Public Utility and Industrial.. 1,435,936.78 Reserve to Provide for Fluctuation of Mortality 
ee ERR ERR Ea SA ETE . __1,719,358.00 and Market Value of Assets......... veseee  2,620,351.49 
— peepee nies se sap eroeres Credits to Policyowners Left with Company on 
R 1 Estat ot 7 cepa wae abet cee 816,336.82 Deposit at Interest ...............00000e: 1,138,417.30 
OGL Resta MONO fs oc ios 6550 6s 000 occas’ Ss 336. 
Home Office Property........ 350,000.00 Taxes Payable in 1956............ AAR Or a 168,616.21 
For Investment Purposes..... 455,788.49 
R. E. Sales Contracts......... 10,548.33 Claims Reported but Proof Not Completed on 
First Mortgage Loans...............+0see0e 24,930,656.08 or before December 31, 1955....... teenies 54,086.96 
. > 7 . “4 € 
oe re ee: > eee Premiums and Interest Paid in Advance... 432,387.02 
ak iy scenes Conventional. gph map Special Funds Payable to Policyowners in 1956. 8,404.42 
Loans Secured by Legal Reserves on Policies .. 2.479,240.44 All Other Taalstities 2.5) Uh Ss taco bee as 55,739.25 
Interest Due and Accrued...............200+ 251,103.45 IE sce as oes! aN 1,000,000.00 
ROttate WUMONNE nt os icms sss Gauss elateosen cee 17,780.65 5 
Net Premium in Process of ( ollection........ 619.259.45 Surplus i ee a 975,000.00 
Total Admitted Assets ............... $41,291,794.28 Total Liabilities ........... iehocertoeniets $41,291,794.28 


For the Protection of Company Policyowners we had on Deposit with the State of Kansas, December 31, 

1955, $33,910,507.56. This amount is more than required by law. ¢ Insurance in Force December 31, 1955, 

$132,149,924.00. * Paid to Living Policyowners and Beneficiaries During 1955, $1,441,343.71. ¢ Paid to 
Living Policyowners and Beneficiaries Since Organization, $30,979,587.98. 


R. L. Burns, President ¢ Frank B. JACOBSHAGEN, Vice President-Secretary ¢ J. H. Stewart, Jr., Vice President-Treasurer 


Farmers & Bankers: Life 


INSURANCE COMPANY 
HOME OFFICE, WICHITA, KANSAS 


duty nursing is provided by 33 com- 
panies with the average benefit allow- 
ance of $10 a day for an average period 
of three months. 

The most frequently found exclu- 
sions in A&S policies, the report show- 
ed, are war; accidents or sickness for 
which workmen’s compensation pays 
benefits; military service; treatment in 
a veterans’ hospital or other govern- 
ment facility, and pre-existing condi- 
tions. 


Bankers National Gives 


5% Salary Increases 


Bankers National Life has awarded 
salary increases of 5%, in most cases, 
to all employes paid less than $5,000 a 
year under the job classification sys- 
tem. 

Minimums and maximums for each 
job grade have been increased. The 
company has issued a statement of 
liberal policies governing monthly sal- 
ary reviews, normal raises, promo- 
tions, increases over the maximum, 
exceptional merit increases, and merit 
increases for new employes. 


Phoenix Mutual Record Month 
Phoenix Mutual Life sales in Janu- 
ary totaled $25,183,780 for the best 
month. It was $2 million more than last 
November, the previous largest month. 





Weekly Income 
Benefits ? 





: SURE! It’s in a 


s NEW BABY GROUP! 5 


a For complete details write your Gen. Agent or: . 
The UNITED STATES LIFE INSURANCE Co. a 

IN THE CITY OF NEW YORK 
84 William Street, N. Y.38, N.Y. ff 
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Lax Indiana Laws on 
Forming Insurers 
Draw Criticism 


Inadequacies in the Indiana insur- 
ance and securities laws, particularly 
as related to the formation of new 
companies, are being highlighted in a 
series of articles in the Indianapolis 
Star, leading morning paper in the 
city. Writer of the series is Don G. 
Campbell, business editor. It was 
Campbell’s front-page series on credit 
insurance last fall that resulted in for- 
mation of a special legislative com- 
mittee to investigate credit insurance 
operations in the state. 

Campbell is considered by conserva- 
tive insurance interests in Indianapolis 
as very effective in pointing out sore 
spots in the business in the state and 
in handling his “exposes” objectively 
and without sensationalism. 

The state’s securities law is given 
much of the blame for conditions 
Campbell labels as conductive to for- 
mation of new companies more for 
stock promotion than to do an insur- 
ance business. He points out that there 
is nothing in the Indiana law requiring 
a company, formed to do an insurance 
business, to do such business. “As it 
now stands,” he states, “there is noth- 
ing stopping an enterprising newspa- 
per reporter from forming an insur- 
ance company, selling $400,000 worth 
of stock in it, depositing the necessary 
$300.000 with the state, and pocketing 
the 15%—$60,000—expense money he’s 
legally entitled to... Eventually the 
state would lift his license, but the 
stockholders would never get back 
more than 85 cents on their dollar.” 

F e ry e 

Campbell also criticizes the “tiering” 
of stock prices; that is, getting the se- 
curities commissioner’s validation of 
successive new issues at higher prices, 
“based on the argument that, since the 
stock was worth $4 when the company 
didn’t even have a desk, it must be 
worth twice that now that it has qual- 
ified for a license.” 

The insurance department cannot, 
according to Campbell, deny an insur- 
ance company license to promotors 
merely because they have no life in- 
surance experience. 

The articles also call attention to the 
fact that the Indiana department is 
“appropriation starved.” The third or 
fourth largest revenu e-producer 
among state agencies, bringing in 
about $8 million a year in premium 
taxes and license fees, the department 
has a budget of only about $170,000— 
just a little more than half the amount 
it brings in from license and other 
fees alone. ‘““‘We have no property an- 
alysis division of the department; we 
have no investigative staff; we have no 
actuaries on the insurance department 
pavroll. We don’t have any of these 
things because we can’t afford them,” 
Campbell writes. concluding, “It’s a 
serious condition that is the constant 
worrv of the vast majority of legiti- 
mate insurance companies in the state; 
and it’s the delight of the others.” 

Camobell praises the work of W. J. 
Davev. commissioner. under the “dis- 
graceful” budget and inadequate se- 
curities Jaw, classifying him as “very 
able.” 

e e e 

Indiana has seen a rash of new com- 
panies formed since the war. One close 
observer of the business in the state 
reports he cannot even keep track of 
the number of new companies, 


“They’re coming that fast.” 

“Not all of them are pure stock pro- 
motion schemes,” he points out. “Some 
are being formed by, or at least staffed 
by, men with good insurance back- 
grounds. Too many, however—and one 
would be ‘too many’—have no one ac- 
tive in the formation who has had any 
background that would lead an estab- 
lished company to hire him in even a 
second-line executive capacity.” 

One off-shoot of the existence of a 
number of new life companies in the 
state is the possibility of the formation 
of a new company association. Older 


companies in the state have long 
worked together through the Indiana 
Assn. of Legal Reserve Life Insurance 
Companies. This organization has been 
slow about taking in the new compa- 
nies. The result is a “movement” 
among these new companies to form 
an association of their own. 





Canada Assn. Publishes History 


Life Underwriters Assn. of Canada 
has published a 94-page book, The 
Story of the Life Underwriters Associ- 
ation of Canada, written by Leslie W. 
Dunstall, executive vice-president. The 


book is a history of the organization, 
which marks its 50th anniversary this 
year. It also traces the growth of the 
CLU movement in Canada and predicts 
increasing emphasis on _ association 
membership and CLU studies in the 
future. 


Manhattan Names Shanley 


Manhattan Life has appointed Vin- 
cent T. Shanley assistant controller. 
With the company since 1926 except 
for air force service in World War II, 
Mr. Shanley has been assistant to the 
secretary since 1953. He previously was 
field auditor. 





YCSSTYO! 


No It Isn’t Russian . . . nor Yugoslav... 
nor Czech. It stands for Minnesota Mutual’s 
concept of how to succeed in the life insur- 
ance business . . . “You Can’t Sell Sitting In 
Your Office!” 


Here At Minnesota Mutual we haven’t been 
sitting in our office! Minnesota Mutual 
agency people spend most of their time on 
the street, with the Field, demonstrating be- 
fore prospects that Minnesota Mutual tools 
really work! Getting out ourselves and 
proving it is the final... and vital... step 
in our concept of successful life insurance 
selling. 
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We Believe ... first... in thoroughly or- 
ganized sales methods. Second . . . tested 
and proven presentations aimed at selling 
life insurance to fit specific needs. Third... 
dramatic, convincing visual aids that trigger 
every presentation. Our Success Bond Story, 
Mortgage Cancellation Plan and unique 
Business Insurance Proposal are typical 
examples. Originated by Minnesota Mutual 
and improved constantly over the years, 
they have no peers in the industry. 


Career underwriters who sell for Minnesota 
Mutual Life haven’t been sitting in their 
Offices either! They’ve used these tools to 
give us 1% billions of insurance in force. 
They’re the men whose guiding light is the 
“Star of the North.” They’re the men who 
are building a successful career with... 


The Agent - Minded 


MINNESOTA 
MUTUAL 
LIFE 


Insurance Company 


VICTORY SQUARE—ST. PAUL, MINNESOTA 


Our 75 th Year 


GENERAL AGENCIES OPEN IN DECATUR, MADISON, COLUMBUS, HARTFORD, TOLEDO 
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Psychiatry: Key to Agent Selection? 


Is it possible for a psychiatrist, by 
talking with a prospective agent, to 
spot the inner weaknesses that will 
cause a promising-looking man to fail? 
Can h:. detect the essential qualities 
that make for success in life insurance 
selling? 

In the talk that Charles E. Drimal, 
general agent of Penn Mutual Life of 
New York City, made at the recent 
Saratoga Springs management confer- 
ence of the New York State Assn. of 
Life Underwriters, he gave encourag- 
ing evidence that psychiatric consulta- 
tion can cut down turnover rates 
amazingly. 

Has Mr. Drimal discovered the mag- 
ic cure for the age-old and discourag- 
ing problem of picking a winner out 
of the procession of potential failures 
who look as good as the man who real- 
ly has it? Or does his astonishing 
three-year record of 16 successful 
agents out of 20 who got the psychia- 
tric green light mean only that he had 
a surprising run of luck? Or were the 
results due more to the faith and con- 
fidence that the psychiatric procedure 
induced in both Mr. Drimal and his 
new agents? 

The 20 men that Mr. Drimal has 
inducted with the aid of psychiatry are 
a pretty small statistical “universe” 
but without being naively optimistic it 
seems possible to believe that the 
psychiatric testing, in and of itself, 
was an extremely important factor in 
picking the potential successes and 
weeding out a total of 40 that looked 
good enough to be hired and doubtless 
would have been hired if the psychia- 
trist had not disapproved. 

The reaction of Mr. Drimal’s audi- 
ence at Saratoga Springs was interest- 
ing. Obviously, they would all have 
liked to believe that here was the gold- 
en key to successful selection that 
everybody has been looking for 
through every means known to man. 
These managers and general agents 
were plainly impressed by Mr. Dri- 
mal’s results. On the other hand, they 
were also impressed with the answers 
that Managing Director Charles J. 
Zimmerman of LIAMA gave when 
asked what his organization thought 
about Mr. Drimal’s psychiatric selec- 
tion procedures. The main fault that 
the LIAMA research people found was 
that the technique was not “transfer- 
rable.” 

This seems like a natural reaction, 
because what LIAMA is trying to find 
is selection techniques that can be re- 
duced to specific steps that produce 


successful results when applied with 
reasonable intelligence. 

As of now, the tentative appraisal 
appears to be that Dr. Gerald Perry, 
the psychiatrist retained by Mr. Dri- 
mal, has produced gratifyingly suc- 
cessful results but taking his proce- 
dures and letting some other psychia- 
trist apply them might not be any 
more successful than taking the pro- 
cedures of a highly successful general 
agent and expecting every other com- 
petent general agent to apply them 
with a similar degree of success. 

Psychiatry, like operating a success- 
ful general agency, seems to be more 
art than science—and this is more 
strikingly the case when psychiatry 
is being used in such a new applica- 
tion as the selection of agents. Perhaps 
Dr. Perry has such unique abilities 
and qualities as a judge of people that 
they far transcend the purely psychia- 
tric skill that he has acquired. 

In spite of all that, however, it 
seems reasonable to hope that psychia- 
try can be successfully applied more 
widely to cut down the tremendous 
waste in agent turnover. There is 
nothing to be ashamed of in the turn- 
over figure, as compared with other 
lines of business and other profes- 
sions, but it does waste a lot of time 
and money. If for $100 or so per man 
the turnover could be cut down to the 
preportions that Mr. Drimal has cut 
it, the savings would be extremely 
worth while. 

One reason for believing that there 
is more than just idle hope to be de- 
rived from what Mr. Drimal has done 
is that so many of those ruled out by 
the psychiatrist seem to have been ser- 
iously emotionally unbalanced, though 
able to conceal these deficiencies from 
the lay observer. Of the three exam- 
ples he cited of candidates who seemed 
like excellent material but were re- 
jected by the psychiatrists, one was 
emotionally ill, the second was placed 
under psychiatric care within two 
months, and the third was committed 
to a mental hospital. The latter two 
men, it is worth noting, had no trouble 
getting jobs selling for other life agen- 
cies, in spite of their hidden disabili- 
ties. 

One of the members at the Saratoga 
meeting jokingly remarked, after Mr. 
Drimal’s talk, that perhaps the need 
now is for an aptitude test to deter- 
mine which psychiatrists are able to 
distinguish the qualified from the un- 
qualified agent candidates. Actually, 
this appears to be a good part of the 


problem—finding out, probably by 
trial and error, those psychiatrists who 
are able to help a general agent in se- 
lecting men. 

One thing worth mentioning in Mr. 
Drimal’s procedure is that Dr. Perry 
and his associates took a long-range 
interest in the project. They were not 
just interviewing one candidate and 
then another but were trying to estab- 
lish an over-all pattern of desired 
traits, based on their examinations of 
successful agents in the agency as a 
control group. One result of this, of 
couse, was to be in a position to match 





up the new men with those in the 
agency and with Mr. Drimal himself, 
This in itself is important, because it 
has been found that an agent may 
work well with one general agent or 
manager and be a misfit with another 
who has different methods and a dif- 
ferent personality. 

Even though the techniques used in 
selecting agents for Mr. Drimal have 
not been accepted as “transferrable,” 
they seem to be well worth further ex. 
ploration as a promising adjunct to the 
always-exacting job of selecting suc- 
cessful agents. 





PERSONALS 


DEATHS 





Earl C. Jordan, general agent of 
Massachusetts Mutual Life at Chicago, 
has been named general chairman of 
the annual “Sponsor Parent” drive of 
Illinois Children’s Home & Aid Society. 


Pasquale A. Quarto, director of 
training of Life Underwriter Training 
Council, participated in a forum on 
modern trends in sales training at a 
seminar sponsored by Sales Execu- 
tives Club of New York. 


Harold L. Paulsen, general agent of 
Western Life of Montana at Helena, 
has filed for Republican nomination 
for the Montana house. He was sec- 
retary of Montana Assn. of Life Un- 
derwriters last year. 


Henry S. Beers, president of Aetna 
Life, and Millard Bartels, vice-presi- 
dent and general counsel of Travelers, 
have been elected trustees of Society 
for Savings, Hartford. 


John W. Yates, Los Angeles general 
agent for Massachusetts Mutual Life, 
received the Will G. Farrell achieve- 
ment award for public service to his 
community beyond the realm of his 
professional duties. Insurance activi- 
ties of Mr. Yates have included the 
presidency of Los Angeles Managers 
& General Agents Assn., secretary and 
trustee of National Assn. of Life Un- 
Gerwriters, and membership in the 
founding committee of California Assn. 
of Life Underwriters. 


George B. Gose, Pacific Mutual Life 
executive vice-president, has been 
elected vice-president of Los Angeles 
Chamber of Commerce. 


Fred A. McMaster, Los Angeles gen- 
eral agent for Ohio National Life, has 
been elected president of Goodwill 
Industries of Los Angeles for the sev- 
enth consecutive time. 








N.E. Life Names Attorney 


New England Mutual Life has ap- 
pointed Frederick R. H. Witherby at- 
torney in the law department. He has 
been on the legal staff of Raytheon 
Manufacturing Co., specializing in cor- 
porate and financial matters. 


DONALD M. BEHLING, 58, until 
his retirement, a general agent at 
Stockton, Cal., for Northwestern Mu- 
tual Life, died at his home in Seattle. 
He had been ill for some time. Mr, 
Behling formerly lived at Columbus, 
O., where his late father also was in 
the life business. 


IRVIN A. DAVIES, 43, manager of 
State Mutual Life at Garden City, 
N.Y., died unexpectedly of a heart 
attack. Mr. Davies, who opened the 
agency a year ago, previously was with 
Penn Mutual Life. 


MOISHE DICKSTEIN, 65, state 
agent of Crown Life in New Jersey for 
10 years, died in Montreal after a 
brief illness. With the company for 
30 years, he headed agencies in New- 
ark, Montreal and Toronto. Mr. Dick- 
stein, one of Canada’s most prominent 
Jewish leaders, was an official in the 
Canadian Zionist movement and was 
active in educational and philanthropic 
work. 


HOWARD H. MEID, 52, died of a 
heart attack while driving his car in 
Fort Wayne where he was group su- 
pervisor for Equitable Society. Mr. 
Meid, a CLU, had been with Equitable 
since 1925. He was the leading pro- 
ducer for the northern Indiana agency 
in 1950, 1951 and 1954. He qualified 
for the Million Dollar Club in 1950 and 
1954 and for the group Million Dollar 
Club in 1947-48, 1950, 1952 and 1954. 


NAIC Rules on A&S Ads 
Are Adopted in Iowa 


Commissioner Bennett of Iowa has 
adopted the NAIC rules on A&S ad- 
vertising “as an interpretive guide” 
to the newly enacted insurance fair 
trade practice act in Iowa. The trade 
practice act covers methods of unfair 
competition and deceptive practices, 
and a substantial portion of it deals 
with advertising. 











Bankers Life of Iowa has opened a 
group office at Atlanta with Frank M. 
Smith as regional manager. 











FieNATIONAL UNDERWRITER 
—Life Insurance Badition 

EDITORIAL OFFICE 

99 John 8t., New York 38, N. Y. 

Executive Editor: Robert B, Mitchell. 
Assistant Editors: John B. Lawrence, Jr. 
an Eloise West. 


CHICAGO EDITORIAL OFFICE 

175 W. Jackson Blvd., Chicago 4, Ill. 
Associate Editors: Charles Cc. Clarke and 
John C. Burridge. 

Assistant Editors: Richard J. Donahue and 
Charies L. Manning. 

Copy Editor: William L. Finnerty. 


ADVERTISING OFFICE: 

17d W. Jackson Blvd., Chicago 4, IIl. 
Telephone Wabash 2-2704, 

Advertising Manager: Raymond J. O’Brien. 
SUBSCRIPTION OFFICE: 

420 E. Fourth St, Cincinnati 2, Ohio. 
Telephone Parkway 1-214 


OFFICERS: 

Howard J. Burridge. President. 
Louis H. Martin, Vice-President. 
Joseph H. Head, Secretary. 

John Z. Herschede, Treasure: 

420 E. Fourth St., cincinnati 3, Ohio. 


Telephone Parkway 1-2 





ATLANTA 3, GA.-—432 Hurt Bldg.. Tel. Mur- 


ray 8-1634. Fred Baker, Southeastern Man- 
ager. 
BOSTON 11, MASS.—207 Essex St., Rm, 421, 


Tel. hey 2-1402. Roy H. Lang, New Eng- 


land Manager. 
CHICAGO 4, ILL.—175 W. Jackson Blvd., Tel. 
Wabash 2-2704. O. E. Schwartz. Chicago Mgr. 
R. J. Wieghaus, 


Resident Manager. 


CINCINNATI 2, OHIO—420 E. Fourth Street, 
Tel. Parkway 1-2140. Chas. P. Woods, Sales 
Director; George C. Roeding, Associate Man- 
ager; George E. Wohlgemuth, News Editor; 
Roy Rosenuwuist, Statistician. 

DALLAS 1, TEXAS—708 Employers Insurance 
Bldg., Tel. Prospect 1127. Alfred E. Cadis, 
Southwestern Manager. 

DETROIT 26, MICH.—502 Lafayette Bidg., 
Tel. Woodward 1-2344. A. J. Edwards, Man- 
ager for Indiana and Michigan. 


KANSAS CITY 6. MO.—605 Coiumbia Bank 
Bldg., Tel. poker at 2-9157. William J. Gessing, 
Resident Man nag 
MINNEAPOLIS. 2, MINN.—1038 Northwestern 
Bank Bldg., Tel. cond 5417. Howard J. Meyer, 
Northwestern Mana 
Y 38, N. 1 
Beekman 3-3958. 
Clarence mf Hammel, New York Managers. 
NEWAR N. J.—10 Commerce Ct., Tel. 
Mitchell 4 1306. John F. McCormick, Resident 
Manager. 


¥._99 a a Street, Room 
J. T. Curtin and 


1103, Tel. 


OMAHA 2, NEBR.—610 Keeline Bldg., Tel. 
Atlantic 3416. Fred L. White, Resident Man- 
ager. 


PHILADELPHIA 9, PA.—1027 S. Broad St. 
Room 1127, Tel. Pennypacker 5-3706. Robert 
I. Zoll, Middle Atlantic Manager. 
SAN FRANCISCO 4, CAL.—Flatiron Bldg., 544 
Market St., Tel. Exbrook 2-3054. A. J. 
Wheeler, Pacific Coast Manager. 
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+ Manufacturers (12) 675; Massachu- : 
Trust Fund Holding setts. Protective’ (i-7-12-18) 1g900, Close FTC Hearingon John Holmes Seeks 


of Life Stocks Shown 


The extent to which investment 





trusts invest in life company stocks is 


| shown in a bulletin prepared by Mor- 


gan & Co., Los Angeles securities deal- 


' ers. There are 21 investment trusts, 
_ reporting for the year 1955, that dis- 


' closed 


ownership of life insurance 


' stocks of fair proportions. They are 


identified by number, for convenience 
in coupling them with the life compa- 


» nies in which they own stock, as shown 








in the second list. 1. Eaton & Howard 
balance fund; 2. Eaton & Howard stock 
fund; 3. Wellington fund; 4. Century 
shares trust; 5. National Investors 
Corp.; 6. Pennroad Corp.; 7. State Street 
Investment Corp.; 8. American Euro- 
pean Securities Corp.; 9. Investment 
Co. of America; 10. Investment Trust of 
Boston; 11. National Shares Corp.; 12. 
Life Insurance Investors, Inc.; 13. Leh- 
man Corp.; 14. Insurance Securities 
Inc. of Oakland, Cal.; 15. George Put- 
nam Fund of Boston; 16. Keystone K-2; 
17. Scudder, Stevens & Clark; 18. 
Texas Fund, Inc.; 19. Massachusetts 
Investors Growth Fund; 20. Common- 
wealth Investment Co.; 21. Life Insur- 
ance stock fund. 

Following are the life companies in 
which the foregoing investment trusts 
own stock, the number in parentheses 
identify the investment trusts and the 
figure following the parenthesis is the 
number of shares owned by these 
trusts. 

Aetna Life (1-2-4-7-10-12-13-14-15- 
19-21) 114,925; Beneficial Standard 
Life (16-21) 13,000; Business Mens’ 
Assurance (21) 150; California-West- 
ern States (12-14-21) 34,374; Central 
Standard Life (4) 1,000; Colonial Life 
(4-12) 3,800; Commonwealth Life & 
Accident (12) 24,562; Continental 
American (12) 850; Columbian Nation- 
al (4-12-21) 13,439; Connecticut Gen- 
eral (2-4-9-10-12-13-14-19-20-21) 17,- 
335; Continental Assurance (3-4-6-14- 
15-20-21) 23,669; Continental Casual- 
ty (1-2-3-4-6-14-15-16-20) 193,075; 
Franklin Life (12-14) 25,560; Great 
Southern (12) 3,516; Jefferson Stand- 
ard (14) 4,400; Kansas City Life (4-12- 
14-18-21) 2,346; Life & Casualty (21) 
500; Life of Virginia (2-12-14) 13,930; 
Lincoln Liberty (4-12) 417; Lincoln 
National (4-5-8-9-11-12-13-14-19-20- 
21) 16,052; Loyal Protective (4) 525; 
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Monumental (12-14) 9,095; National 
Life & Accident (4-12-13-15-16-19-21) 
47,300; Northern Life (4-12) 620; 
Northwestern National (12-14-21) 11,- 
435; Ohio State (12-21) 3,025; Protec- 
tive Life (12) 1,566; Provident Life & 
Accident (12) 275; Southland (20-21) 
575; Southwestern (2-12-14-18) 27,535; 
Sun Life of Canada (12) 1,300; Trans- 
america Corp. (5-8-12) 30,800; Travel- 
ers (4-7-10-11-12-13-14-15-17-19-21) 
197,840; United Benefit (4-12) 1,442; 
U.S. Life (16) 1,000; West Coast Life 
(14) 3,975; Wisconsin National (12-21) 
4,263. 

Continental Casualty was included 
in the Morgan list because of its own- 
ership of 465,514 shares of Continental 
Assurance and 127,277 of U.S. Life. 
Transamerica Corp. was included be- 
cause of its ownership of life company 
stocks. 





Mutual, N.Y., Raises 


Three in Home Office 


Mutual of New York has made these 
promotions: 

John F. Leonard has been advanced 
to the newly created post of director 
of administration. As staff assistant 
to Vincent F. Lechner, vice-president 
for office operations, he will coordin- 
ate administrative matters affecting 
over-all operations of the department. 
Mr. Leonard, who joined the company 
as administrative assistant in the 
comptroller’s department in 1947, has 
been superintendent of mortgage serv- 
icing since 1950. 

Joseph L. Engleman becomes direc- 
tor of mortgage services. He joined the 
policy loan department 25 years ago 
and, since 1953, has been administra- 
tive assistant to John P. Traynor, 
vice-president for mortgage invest- 
ment. 

Norman L. Clark becomes assistant 
to Mr. Engleman. Mr. Clark joined the 
real estate department as a mortgage 
negotiator in 1944 and, since 1952, has 
been supervisor of servicing for com- 
mercial loans. 


N.Y. Life Promotes 


Hughes in Kansas City 


New York Life has promoted Hilli- 
ard W. Hughes to inspector of agen- 
cies in charge of the Kansas City 
branch. He also will be adviser to Har- 
old W. Schenke, field vice-president of 
the midwestern division. 

Mr. Hughes has been with the com- 
pany 37 years, 20 of them in Kansas 
City. He has served as manager in 
Omaha, Pittsburgh, Sioux City, Des 
Moines and, since 1944, in Kansas 
City. 

A second branch, known as Mis- 
souri Valley Branch, will be opened 
soon in Kansas City. 








Donohue Appointed GA 


Penn Mutual Life has appointed 
John C. Donohue general agent at 
Baltimore to suc- 
ceed F. Bowie Ad- 
dison, who is re- 
linquishing his 
general agent’s re- 
sponsibilities after 
34 years but will 
stay on as associ- 
ate general agent. 

Mr.Donohue, 
who entered the 
business in 1939, 
has been a trustee 
of National Assn. 
of Life Under- 
writers for three 
years and is chair- 
man of the membership committee. He 
has held all offices in the Baltimore 
association. 





John C. Donohue 


United, Chicago, Ads 


Federal trade commission at a hear- 
ing before Examiner Laughlin at Chi- 
cago last week completed submission 
of its exhibits in connection with the 
complaint charging United of Chicago 
with false and misleading advertising 
of A&S policies. 

In submitting the exhibits, which 
were identified by N. P. Parkinson, 
assistant to the president of United, 
FTC counsel F. J. McManus apparently 
was attempting to establish for the 
record the interstate aspects of the 
company’s business. Unlike the FTC 
counsel in the hearing on similar 
charges against Bankers Life & Casu- 
ualty, Mr. McManus based his case 
solely on the exhibits offered and did 
not call witnesses to support the FTC 
charges. At the Bankers hearing, the 
testimony of the FTC witnesses gen- 
erally was discredited upon cross ex- 
amination. 

After the transcript of the testimony 
is completed, United intends to move 
for dismissal of the charges because 
of lack of jurisdiction and also because 
of the FTC’s failure to submit adequate 
proof of the charges. 


Reelection in Mont. 

John J. Holmes, 67, dean of Mon- 
tana’s elected officals, has filed for 
Democratic renomination for auditor, 
a post that includes the title of insur- 
ance commissioner. 

Mr. Holmes will be seeking a 
seventh straight four year term at a 
salary increase from $6,000 to $7,500. 
No one else from either party has 
filed for the post. 





Slate Two Insurance 
Events at Ohio State 


Two big insurance events are sched- 
uled for Ohio State university’s cam- 
pus March 9. They are the annual fire 
and casualty conference, and the an- 
nual life agency management con- 
ference. Sen. Bricker will address a 
joint luncheon of the conferees. 

Panels on selling will feature both 
conferences. On the life panel will be 
Ray W. Kapp, state agent for Phoenix- 
Connecticut group, Columbus; Harold 
Z. Mason, director of training of Trans 
World Airlines, and Dr. Charles B. 
Hicks, associate professor of manage- 
ment at OSU. 








MISSOURI 
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LIFE 


Announces that on April 30, 1956, 
it will change its name to 


LIFE 


Insurance Company 


OF MISSOURI 


This change will not affect in any way the 380,000 outstanding 
contracts with our policy holders. 
* 


$175,000,000.00 
of Ordinary, Monthly and Weekly Debit, Group and Credit 
Life Insurance now in force. 


* 


Agents and Brokers seeking connections write: P. R. Day, Agency Secretary, 
Missouri Insurance Building, 705 Chestnut St., St. Louis 1, Missouri. 


J. D. Reeder C. R. Gulley Lon Hocker 
Vice President and Executive Vice President President 
Actuary Director of Agencies 
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Life Companies’ Yield 
on Housing Projects 
Found Not Favorable 


Life Insurance Housing Projects is 
the title of a 154-page book written by 
Robert E. Schultz, associate professor 
of finance and insurance of University 
of Southern California, and published 
by Richard D. Irwin, Inc., Homewood, 
Ill., for S. S. Huebner Foundation for 
Insurance Education, University of 
Pennsylvania. 

The book presents the results of an 


investigation of all major housing de- 
velopments undertaken by legal re- 
serve life companies in the U.S. over 
a 30-year period. Purpose of the study 
was to learn whether this type of in- 
vestment has measured up to the ex- 
pectations of those who have regarded 
housing projects as a_ particularly 
promising outlet for funds. The in- 
vestigation was focused on legal limi- 
tations and restrictions, impact on bas- 
ic investment objectives and standards 
of life companies, social and technical 
problems, and financial experience. 
The author concludes that the yield 
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agents you bring into the business. 


to fit any situation. 








If you are a successful life insurance agent, your 
experience is one of your most important assets. In- 
vesting this asset in a Protective Life General Agency 
guarantees increased opportunity, greater immediate 
earnings, and permanent future security. 

Investigate now the many advantages of becoming 
a Protective Life General Agent, including: 


* A flexible, top-commission General Agent’s contract which allows 
you to utilize all of your managerial and production abilities. 


* Continuous supervision and advanced field training to all new 


* Effective visual presentation material on a variety of policy con- 
tracts which spurs new agents into immediate production. 


* A prestige-building advertising and promotion program tailored 


GENERAL AGENCY OPENINGS 
THROUGHOUT THE SOUTHEAST 
Write to C. B. Barksdale, Agency Vice-President 


Over $775 million in force 











experience from housing projects ac- 
quired by life companies has not been 
favorable as a whole, although it has 
been quite high from certain specific 
projects when compared with other 
authorized investments. 

“The favorable experience from 
some projects together with the social 
aspects may provide sufficient incen- 
tive for limited future investment in 
the field by a few companies, but un- 
der present construction costs life in- 
surance companies plan to make no 
further investments in housing, he 
writes. Exceptions to this are com- 
mitments already made. 

Some companies believe that even 
with more favorable construction costs 
the disadvantages of equity housing 
ownership will prevent any future in- 
vestments in the field. Some have sold 
or are selling their housing invest- 
ments. 





Hyland Is General Agent 


for Northwestern Mutual 


Thomas W. Hyland, assistant agency 
director for Northwestern Mutual Life, 
has been named 
general agent at 
Des Moines, suc- 
ceeding Harold C. 
Myhre. 

Appointed as- 
sistant agency di- 
rector in 1954, Mr. 
Hyland has served 
as liaison officer 
for 16 midwestern 
generalagen- 
cies including Des 
Moines. He has 
also had a special 
assignment in the 
company’s new 
agent program including relations with 
colleges and universities. Mr. Hyland 
started with Northwestern in 1948 at 
Denver, and went to the home office 
in 1952 as agency assistant. 





Thomas W. Hyland 





Travelers Top Agents 


Twenty-two agents of Travelers 
produced more than $1 million each 
in 1955 and, for this achievement, will 
become members of The Order of the 
Tower at the annual meeting of The 
Travelers Inner Circle April 9-13 at 
Arizona-Biltmore hotel in Phoenix. 
They will receive citations. The Tra- 
velers Inner Circle is an organization of 
leading life and A&S producers. 





Bill for American Universal Life 

A bill has been introduced in the 
Rhode Island legislature to incorporate 
American Universal Life Insurance 
Co. with an initial capital stock au- 
thorization of $100,000 which could 
be increased up to $1.5 million by the 
directors. Maurice H. Saval, Boston 
broker, Bernard A. Katz and Joseph 
C. Meister are listed as incorporators. 





Conn. Mutual Supervisors Meet 
Connecticut Mutual Life held a 2- 
week conference in Chicago for 18 su- 
pervisors from across the U.S. The 
program covered all phases of the su- 
pervisors’ work, with major emphasis 
on recruiting and training. Frederick 
O. Lyter, agency secretary; Horace R. 
Smith, superintendent of agencies; 
Robert B. Proctor, assistant superin- 
tendent of agencies; and Amory G. 
Oliver, agency assistant, attended. 


LIAMA Names Project Director 

LIAMA has appointed Vishwa Para- 
kram Shah project director in the fi- 
nancial management unit of the re- 
search staff. 

Mr. Shah will assist in work being 
done to develop functional costs and 
in the area of compensation. He has 
done undergraduate and advanced 
studies in mathematics and statistics 
and last year specialized in actuarial 
science and worked as a statistical lab 
instructor at University of Michigan. 





State Mutual Elevates 


Five to Officer Status 

State Mutual Life has elevated these 
home office men to officer status: 

Dr. Robert D. Boynton, assistant 
medical director, who joined the com- 
pany last year after service at the 
veterans administration hospital in 
Providence. 

William A. Henning Jr., manager of 
the group term and casualty under- 
writing department, who has been 
with the company since 1936 except 
for army service. 

Francis M. Killion Jr., manager of 
the group accounts department, who 
has been with the company since 1946, 

William C. Martin, manager of the 
machine accounting department, who 
joined the company in 1953. 

Jospeh G. Nason, assistant counsel, 
with the company since 1950. 











ASSISTANT TO 
VICE PRESIDENT 


One of the more progressive Life 
companies who are the leaders in 
their field require a man not over 35 
with a college education to assist the 
administrative V. P. No sales experi- 
ence, but will act as liaison between 
sales and adminisirative. This is an 
excellent opportunity for the third 
string man. Salary is very attractive. 
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Your inquiry to Guy Fergason will 
be handled confidentially. 
FERGASON PERSONNEL 


330 S. Wells St. Chicago 6, Ill. 
HArrison 7-9040 
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Company Employes 
Best Suited to Prepare 


for Electronics: Slater 


No one from outside can do a better 
job than company employes in determ- 
ining the proper method and placing 
operations on electronic equipment, 
Robert E. Slater, vice-president, ac- 
counting and auditing of John Han- 
cock, indicated at the annual electron- 
ics conference of American Manage- 
ment Assn. in New York City. 

Although there is no substitute in 
this assignment for company employes, 
it should be remembered that the sup- 
ply of qualified personnel for the plan- 
ning of jobs and the operation of elec- 
tronic equipment is limited, Mr. Slater 
explained. It is necessary to select for 
training in the use of electronic de- 
vices those individuals with appropri- 
ate experience and aptitudes. 

John Hancock has not used tests for 
selecting the proper persons, but has 
chosen employes whose capabilities 
already are known. However, experi- 
ments are being made with tests to 
help pick out the right persons from 
other areas as well as outside the com- 
pany. It was found advisable to select 
a few with previous computer exper- 
ience from outside the company to 
supplement the inexperienced staff. 

Employes who attend a 6-week pro- 
gramming course learned only the bas- 
ic philosophy of electronic equipment, 
Mr. Slater said. Because they have not 
acquired the ability to do the high 
quality type of work needed for the 
most effective use of computers, they 
must be supervised closely by a pro- 
gramming specialist, who usually may 
be obtained from the equipment man- 
ufacturer on a temporary basis. 

Since large expense is involved in 
acauiring a computer, either on a 
rental or purchase basis, Mr. Slater 
felt most companies would prefer to 
have their own opinions checked by 
professionally qualified consultants. 
The work should be reviewed by 


} someone with enough background and 


experience to suggest alternate courses 
of action before time is wasted on un- 
necessarv work and development costs. 

John Hancock believes no one will 
lose his job due to introduction of 
electronic equinment, the vice-presi- 
dent declared. ‘“‘We have had consid- 
erable experience with mechanization 
in the past and the facts show that no 
one has lost his or her job. There has 
been an actual upgrading of job levels. 
I believe that much of the monotony 
of office work will be eliminated by 
electronic devices, and that the Amer- 
ican business office will be in a posi- 








_ Monumental Sells $113,819,047 


_ Monumental Life insurance in force 
in 1955 rose to $869.288.214, up $55,- 
983,285. Assets totaled $177,505,244, up 
tiga Sales amounted to $113,- 





New Nebraska 
Hand-Book Out 


A new Underwriters’ Hand- 
Book of Nebraska has just been 
published by the National Under- 
writer Co. It provides complete 
and up-to-date information on the 
agencies, companies, field men, 
general agents, groups and other 
organizations affiliated with insur- 
ance throughout the state. Copies 
of the new Nebraska Hand-Book 
may be obtained from the Nation- 
al Underwriter Co., 420 East 
Fourth street, Cincinnati. The price 
is $12 each. 








tion to approach the automatic office.” 

Mr. Slater said the management of 
his company makes every effort to 
keep personnel informed of events 
taking place in this field. Supervisory 
personnel have received several in- 
doctrination courses on operations of 
the Univac system. Massachusetts in- 
surance department people have been 
invited to attend because they must 
know how the computers operate when 
they make their audit of the company 
every three years. 

Mr. Slater described in detail how 
John Hancock decided to enter the 


better. 


field of electronics after studies which 
began in the late 1940s. The company, 
therefore, embarked on a program of 
converting its manual records to 
punched cards in anticipation of the 
time when these records would be con- 
verted to a large scale digital com- 
puter. 

Two years ago, the company under- 
took an investigation of electronic de- 
vices to determine the proper time to 
enter the field and the type of equip- 
ment needed. It was decided last sum- 
mer to have a Univac in working order 
by the middle of February. The com- 
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STEP INTO. THE SPOTLIGHT... 


WITH. , 
ZURICH-AMERICAN’S 


“SOO” PLAN‘ 


pany has rented one, with an option to 
buy. ln September, the company began 
io prepare ordinary insurance opera- 
i.0ns for the system and to make nec- 
essary changes in the building. Plans 
call for proceeding operation by oper- 
ation, rather than placing all opera- 
tions for a block of business on the 
computer and then proceeding with 
further blocks. 
The problem of random access to 
data on the magnetic tapes used by 
the equipment has been solved by de- 
centralizing many policyholder service 
functions to field offices, he said. 
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\n SAFETY-ZONE PROGRAM 


Latest in a series of Zurich-American ‘“‘firsts’’, the “500” Plan of Group Insurance 
puts sales-minded producers in the spotlight with something different, something 


In one policy, the ‘*500” Plan offers advantages found in both basic and major 
medical type coverage. High limit, wide range hospital and medical expense 
benefits payable over disability periods lasting as long as three years... plus 
cost-conscious coinsurance features and effective surgical expense benefits... 
make the “500” a long sought answer to the financial hazard of long term dis- 


abilities and serious accidents. 
With the ‘500” Plan, Zurich-American will launch employer-directed, pro- 


ducer-focussed direct mail promotion . . . specially designed to develop live group 
prospects. You can hop aboard simply by picking up ‘‘500” Plan facts. 
You’ll see that the ‘‘500” is another step forward in sales-slanted underwriting 
. .. fit company for such other creative Zurich-American advances as the Auto 
Merit Plan and Zurich’s own Safety Zone Program. 
You'll want to know more about the ‘500’, so... mail this coupon. 


INSURANCE FOR AMERICAN BUSINESS — THROUGH INDEPENDENT AGENTS AND BROKERS 





HOP ABOARD! 


at x 


Ifyou are‘not on 
/’Lurich-American’s 

mailing list-- “\ 

use this coupon ! 

for “500” PLAN 

details ... the 

PLAN and the PROMOTION 
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ZURICH INSURANCE COMPANY 


American Guarantee & Liability Insurance Company 
135 So. LaSalle St., Chicago 3, Ill. 


YES! I want to hop aboard the “500” PLAN. Please furnish 
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Company. 





Address 
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A.A.L. Names Krampien 
Agency Vice-President 


George V. Krampien has been named 
agency vice-president of Aid Assn. for 
Lutherans, and he 
and William H. 
Zuehlke Jr. were 
appointed advisory 
members of the 
executive commit- 
tee. 

An attorney, Mr. 
Krampien joined 
A.A.L. in 1938 as 
district represent- 
ative at Norfolk, 
Neb., serving un- 
der his father. He 
was the first socie- 
ty agent to sell more than $1 million 
of insurance a year. He succeeded his 
father as general agent at Norfolk in 
1950, topping all society agencies in 
production for three years. He went 
to the home office in 1953 as super- 
visor of agencies, advancing to director 
of agencies the following year. . 

Mr. Zuehlke was with Harris Hall 
Co., Chicago investment banking firm, 
from 1936 to 1946 when he went with 
A.A.L. as assistant treasurer. He was 
promoted to investment vice-president 
in 1952. He is the son of William H. 
Zuehlke Sr., one of the founders of 
A.A.L. 

Interest payments for 1956 are being 
increased by Aid Assn. for Lutherans. 
The rate has been 3%. 

Surplus funds left to accumulate 
will be credited at 3.5% interest or 
the guaranteed rate, which ever is 
higher. Settlement agreements not in- 
volving life contingencies and the guar- 
anteed portion of agreements involving 
life contingencies will receive excess 
interest based on 3.25%. 





WHY ACCENT 
ACCIDENTS ONLY? 











IT MAKES SENSE, we think, to offer 
Accident & Sickness policies providing life- 
time benefits not only for accidents — but 
also for sickness. 








George V. Krampien 





Makes sense, too, to write this benefit as 
liberally as possible .. . on a non-confining 
basis for sickness during the first two years 
of total disability. 







And doesn’t it make sense to provide as 
much income for a man disabled by sick- 
ness as by accident? We think so . . . that’s 
why, for preferred risks, Occidental writes 
as much as $600 monthly sickness benefits. 







This, we submit, is Accident & Sickness 
protection with the accent on complete 
protection! 









“A Star in the West..."°% 





Gonda to Agency Post 


for American Life Assn. 


American Life Association has ap- 
"WE PAY AGENTS LIFETIME RENEWALS... THEY LAST AS LONG AS YOU DO" pointed John E. Gonda regional direc- 
tor of agencies for Connecticut, New 
Jersey, Pennsylvania and West Virgin- 
ia. Mr. Gonda formerly was an agen- 
cy supervisor for Phoenix Mutual Life 
at Bridgeport, Conn. 


YOUR TRAINING IS CONTINUOUS 


when you’re a Modern Woodmen Agent 


HOME OFFICE: Los Angeles 
W. B. STANNARD, Vice President 

















Men who keep abreast of latest developments in the 
life insurance industry are the ones who profit most. 
As a Modern Woodmen agent you keep abreast be- 
cause your training never stops. Training groups are 





purposely kept small. In this way you get virtually 
personal attention from instructors who have mastered 
every phase of life insurance .. . its principles . . . its 
uses .. . its applications and sales procedures. 


Increased earnings and the opportunity to "get ahead” 
are built into the future of every Modern Wood- 
men Agent. If you want a career with a continuous 


future . . . one that places no limits on the use of 
your talents . . . there's a place for you at Modern 
Woodmen. 


MODERN 
WOODMEN 


OF AMERICA 


Life Insurance Since 1883 


Home Office Rock Island, Ill. 


(Modern Woodmen’s Home Office training permits agents to share 
ideas and experience that they can put to work profitably in the field.) 





Select June 10-16 as 
Fraternal Week 


June 10-16 has been proclaimed 


Fraternal Week by George H. Crowns, 
high chief ranger of Catholic Order | 
of Foresters, president of Nationa] | 


Fraternal Congress. 

Mr. Crowns has urged the various 
fraternal societies to lend full support 
to fraternal week activities, to be cli- 
maxed by observance of Flag Day, 
June 14. 


Aid Assn. for Lutherans 
Names Merten GA in IIl. 


Edward A. Merten has been appoint- 
ed Chicago and northern Cook county 
general agent for Aid Association for 
Lutherans, succeeding John F. Gierke 
who resigned. Mr. Merten was the 
fraternal’s leading agent in the Johnson 
agency at New York during 1955. 











Youngman Agency Meet 


| 





Benefit Life in New York City held its © 


annual business meeting on the theme 
of “Expanding Horizons in Tomorrow’s 
Market.” John E. Ames, C. Bruce Wil- 
kinson and Earl F. Lion, agents, and 
Arthur V. Youngman, general agent, 
took part in a panel on business insur- 
ance. William L. Larson, Newark, F, 
H. Harris and Robert C. Gilmore of the 
home office, spoke. 

Agency sales in 1955 were $13 mil- 
lion, up 17%. Gerald E. Youngman, 


Mr. Wilkinson and Mr. Ames were 
cited for achievements. Speakers at 
a dinner included John J. Magovern 


Jr., vice-president and counsel; Paul | 


A. Nalen, vice-president and manager 
of the city mortgage and real estate 
investment department; and Charles 
G. Heitzeberg, 2nd vice-president and 
director of agencies. 


Make Plans tor McCahan Lecture 

The governing committee of David 
McCahan Foundation held its initial 
meeting in Newark to make plans for 











the first David McCahan lecture, to be © 


given in the spring of 1957 at an east- 
ern college not yet selected. 

The committee discussed prospec- 
tive subjects, authors and operating 
plans. ‘Modern Social Changes and 
Their Effect on Our Individual Re- 


sponsibilities” may be the topic of the | 


first lecture. A subcommittee will be 


named to work with the lecturers. The © 


foundation is a memorial to the late | 


Mr. McCahan, who was president of 
— College when he died in 
1 _ 





Equitable Cashier Appointments 


Equitable Society has appointed 
Gary H. Harvey cashier at Atlanta to 
succeed Samuel C. Henry, who has re- 
tired after 47 years’ service. Alex G. 
Montgomery has been named assistant 
cashier at Chicago and Lorin Fuller 
becomes cashier at Fresno. 

Mr. Harvey, who entered the cashier 
training course in 1937, served in Cin- 
cinnati and Chicago before going to 


Atlanta in 1988 where he became as- | 


sistant cashier. 


Mr. Henry, who joined the company 


as a clerk at Atlanta in 1909, served 
as cashier at Nashville, Norfolk and 
Birmingham before becoming cashier 
at Atlanta in 1923. He has been cashier 
for a record number of years. 











Mr. Montgomery, who entered the | 


cashier training course in 1932, served 
in various offices and on the field audit 
staff until 1947 when he was named 
cashier at Fresno. : 

Mr. Fuller joined the company 
1947 and has been assistant cashier at 
Fresno. 


| 
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Guardian Life has appointed Harry 
Haiblum and Maxwell Warshauer 
managers at Brooklyn, succeeding Jack 
Warshauer, who died recently. 

Mr. Haiblum, who has been associate 
manager, entered the business with 





Maxwell Warshauver 


Harry Haiblum 


Guardian Life in 1931. He is a CLU 
and past president of Brooklyn Life 
Supervisors Assn. He is the son of a 
former Guardian manager. 

Mr. Warshauer, son of the late Mr. 
Warshauer, joined the company in 
1946. He also has been associate man- 


/ ager and president of Brooklyn Life 
Supervisors Assn. 


The agency, remaining at 186 Jorale- 


» mon street, will continue to specialize 
' in life and A&S production from 


brokers. 





Adjuster Files for 


N. C. Commissioner 


John N. Frederick, who operates 
Piedmont Adjustment Co. in Char- 
lotte, N. C., has announced his candi- 
dacy for North Carolina insurance 


* commissioner. He will oppose the in- 
_ cumbent, Commissioner Gold, in the 
* May 26 primary. Mr. Gold has also 
' formally filed as a candidate. 
' Frederick ran for the post in 1952 but 


Mr. 


was defeated by former Commissioner 
Cheek. 





New Lincoln National Pa. 


| Office Headed by Allison 


Lincoln National Life has opened a 
new office at York, Pa., with Thomas 
A. Allison as gen- 
eral agent. The a- 
gency will serve 
York, Adams and 
Lancaster counties. 

Mr. Allison en- 
tered insurance at 
Johnstown, Pa., 
nearly 20 years 
ago and for the 10 
years has been lo- 
cated at York, 
serving most re- 
cently as manager 
of Equitable Soci- 
ety. He is immedi- 
ate past president 


T. A. Allison 


of York Assn. of Life Underwriters and 


currently is regional vice-president of 
the Pennsylvania association. 


Top Award to Franklin 


A. Stuart Franklin of Beverly Hills, 
Cal, who last year led all Midland 
Mutual Life agents in production by a 
wide margin, has been named the 1955 
“Man of the Year.” Last year Mr. 
Franklin won the “Man of the Month” 
honor five times, a record. 





Houlihan Heads Company GAs 


General Agents Assn. of Mutual 
Benefit Life has elected M. James 
Houlihan, Saginaw, president for 1956- 
57. Hollis L. Woods, Hartford, and 
Thomas G. Murrell, San Francisco, 
were elected vice-president and sec- 
tetary, respectively. 

Elected to the executive committee 
were Alfred J. Lewallen, Miami; Ar- 
thur V. Youngman, New York City; 
and C. Carney Smith, Washington, 


D.C. Elected to the board were Ben- 


jamin D. Salinger, New York City; 
Paul W. Cook, Chicago; Clay W. Ham- 
lin Jr., Buffalo; Truman Huffman, 
Jacksonville; Robert W. Wilkinson, 
Minneapolis; W. O. Catterton, Hous- 
ton; Mr. Houlihan, Mr. Woods and Mr. 
Murrell. 


Md. Passes A&S Bills 


The Maryland legislature has passed 
several A&S bills, including uniform 
provisions, giving insured 10 days in 
which to study policies after they have 
been issued, and giving definitions of 
transportation ticket A&S. 


Name Tiffany to N. E. 


Life Agency Aide Post 


New England Mutual Life has ap- 
pointed Glenn E. Tiffany assistant to 
the directors of agencies. He joined the 
company at Indianapolis in 1953, was 
chosen “rookie-of-the-year” in 1953 
and won membership in Million Dollar 
Round Table. 


Peyser Agency Names Rosenberg 
Martin Rosenberg has been appoint- 
ed assistant to Percy A. Peyser, general 
agent of Manhattan Life in New York 
City. Mr. Rosenberg for five years has 


been administrative assistant of the 
7th regiment of the New York national 
guard, in which he is a warrant officer. 


N. Y. Life Appoints 


Buffaloe at St. Joseph 


New York Life has appointed Wil- 
liam L. Buffaloe manager at St. Jos- 





eph, Mo. Mr. Buffaloe, associate man- 
ager 
joined the cqmpany at Jonesboro, Ark., 


at Little Rock since last year, - 


in 1949. He was named assistant man- 


ager at Memphis in 1951 and south- 
western division training supervisor in 


1954. 





for a Merry Christmas? 


Pan-American’s “Tailor Made” Plans can 
be designed to provide additional funds at 
Christmas. The proper plan will assure you 
that Santa Claus will always visit your 
home bearing gifts for your wife and 
children, reminding them of their loving 
father. 

You will be glad your Pan-American 

Representative called—welcome him. 


Offering all forms of Life Insurance 
Group and Pension Plans 
“When someone’s counting on 
you ... You can count on life 

insurance.” 


costs MONEY 








Your wife looks lovely in her new coat — your 


youngsters are enjoying their toys — Christmas Gifts you were glad 
to give those nearest your heart . . . But, now those bills in your 
hand remind you that it costs money to provide pleasure for your 
loved ones. Happy in the knowledge of your ability to give them 
these things, think for a moment what they would do were you 


not here to be their Santa Claus. Would there be enough money 


Nearly half 
a century 
of service 
as one of 
the top 
6% of 
american 
mutual 
life 
insurance 
companies 
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LIFE INSURANCE 
COMPANY 
New Orleans, U.S.A. 
“Guardian of Your Tomorrow” 








2400 Canal Street. Dept. PR 
New Orleans 19, La., U.S.A. 


PAN-AMERICAN LIFE INSURANCE COMPANY 


Without obligation, please send me 
full information about your “Tailor 
Made” Plan. 




















Name 
Addr Date of Birth 
City. State 











In 
TIME 
| and 
NEWSWEEK 


ads similar to this 

are appearing regular- 
ly to build prestige 
for, and to assist, our 
Representatives in 
their daily efforts. 
Each ad reaches mil- 
lions of persons who 


are prospects. 


This, coupled with 


our training, top-notch 
sales aids, and our 
Tailor-Made” policies, 
designed to meet indi- 
vidual needs, will make 
more money for you 


under 


PAN-AMERICAN’S 
CAREER CONTRACT 


“Guardian of Your 
Tomorrow” applies to 
Pan-American’s Repre- 
sentatives as well as 


its Policyowners. 





President 
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Executive Vice-President 
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Vice-Pres. & Agency Director 
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Life 


A&H| life insurance in force exceeds 


Group 
Franchise! $935,000,000.00 
ranchise $ P P " 
Hospitalization 
Brokerage 
PLUS: One of the most advanced agents 
Reinsurance 


training programs in the nation... 








Supervised offices . . . Trained Group 
men to assist agents . . . An alert 
Underwriting and home office staff... 


Top commissions. 


REPUBLIC NATIONAL LIFE 


INSURANCE COMPANY 


Theo. P. Beasley, President Home Office, Dallas 














Endowment Protection Double Indemnity | Triple Indemnity 
at Age 65 to Age 65 Death Benefit Death Benefit 


sell 8 in One! 


COMPLETE coverage at an extremely 
LOW rate means MORE SALES with 
this EXCLUSIVE United Policy 


Non-Cancellable | Non-Cancellable Hospitalization Waiver of 
Accident Benefit | Health Benefit Nurse Coverage Premium 


For particulars, write to 
Douglas 8. Whiting, President 


UNITED 


LIFE AND ACCIDENT 
INSURANCE COMPANY 


Concord, New Hampshire 











Griffith Associates Elect 
Hadley, Hear Talks 


B. F. Hadley, vice-president of Co- 
lumbus Mutual Life, has been elected 
president of Griffith Memorial Foun- 
dation for Insurance Education. Mr. 
Hadley, who succeeds R. B. Sherman 
of Columbus, state agent for Northern 
Assurance, was elected at the annual 
meeting of the Griffith Associates, a 
group of insurance men who direct 
foundation activities 

The group met at Ohio State uni- 
versity and heard talks by three insur- 
ance educators. J. S. Bickley, faculty 
member at Ohio State and executive 
secretary of the foundation, reported 
on his study of property and liability 
insurance marketing methods in Eur- 
ope. 

Credit insurance from the buyer’s 
viewpoint, was discussed by Dr. J. G. 
Sheenhan, University of Cincinnati. 

A report on insurance consumption 
patterns, based upon studies of insur- 
ance buying habits in Columbus, was 
presented by Dr. W. H. Wyandel, re- 
search director for Nationwide. 

The new vice-president of the foun- 
dation is M. L. Landis, counsel for 
Central Mutual of Van Wert. He suc- 
ceeds H. T. Minister of Columbus, 
president of Insurance Federation of 
Ohio. 

Commissioner Pryatel was renamed 
secretary and J. C. Hiestand, vice- 
president of Ohio Farmers, was re- 
elected treasurer. 

New members of the foundation’s 
administrative board are C. O. Sulli- 
van, president of Midland Mutual Life; 
Dr. Wyandel. and R. W. Knapp, state 
agent for Phoenix-Connecticut group. 

Insurance Society of Ohio State held 
its annual banauet in conjunction with 
the meeting of the foundation and 
played host to those attending the sen- 
ior meeting. 


W. V. Stark Made Editor 


W. V. Stark. for seven months acting 
editor of Occidental Life of California’s 
field publication, Pulse, has been pro- 
moted to full status as editor. 

Mr. Stark joined Occidental in 1952, 
in charge of producing groun installa- 
tion booklets. He moved to the pvublic 
relations and advertising department 
in 1954. doing research on the com- 
pany’s 50th anniversary project. He 
succeeds Milt Brouhard. who joined 
the company’s DeVries agency at Los 
Angeles as an agent. 

A native of England, Mr. Stark got 
his newspaper training with the Man- 
chester Guardian and after service in 
World War TI with the royal air force 
he had additional editorial experience 
with the British government and the 
journal, Public Service. 


To Vote on Capital Hike 


Stockholders of Cosmopolitan Life at 
their meeting March 20 will consider a 
board recommendation that capital be 
increased from $1 million to $2.5 
million ard that there be a_ stock 
dividend of 25%. 

Directors have voted to increase the 
resh dividend to stockholders from 
30 cents to 40 cents per annum, half 
navab'e March 1 to holders of rerord 
Feb. 25 and the balance Sept. 1 to 
holders as of Aug. 25. 











Raumann Wins Agency Trophy 

Pre-ident James A McLain of 
Guardian Life presented a silver bowl 
to Arthur J. Raumann, New York City, 
who led the agency with more than $1 
million production in 1955. The com- 
pany gives the award annually to its 
top million dollar producer. 





Plan Congress at L.A. May 18 


Los Angeles A&H Managers Club 
will conduct a sales congress May 13. 
The February speaker was Major 
Tonny Van Renterfhen, formerly of 
the Netherlands army. 


Travelers Gets United 
Aircraft Group A&S 


Travelers has been awarded one 
group hospital benefit plan of United 


Aircraft Corp. 


The Travelers benefit plan calls for 
major medical coverage for catastro- 
phe illnesses. The insurance package 
will cover all employes requesting it 
and also their families. About 90,009 
family members and employes of the 
corporation will be covered under the 


new group hosptial benefit plan. 


says Loneta Bernar- 
doni, wife of Rebell 
Bernardoni (Charl- 
ton G. Standeford 
General Agency— 
Fresno) 


“T enjoy the satisfaction 
Rebell finds in his Pacific 
Mutual work. I’ve 
learned that no matter 
how difficult the case, 
he’ll be able to work out 
a Pacific Mutual plan to 
make the prospect hap- 
py-and himself too. For 
me, this is satisfaction 
that counts.” 


Loneta Bernardoni 
has accompanied her 
husband to Big Tree 
Top Star Conferences 
and Pacific Mutual 
National Conven- 
tions throughout the 
past four years. 


LIFE INSURANCE COMPANY 
PACIFIC MUTUAL BUILDING 
LOS ANGELES 14, CALIF. 
® 


LIFE « ACCIDENT & SICKNESS 
RETIREMENT PLANS 


GROUP INSURANCE 
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Collins Sees Bright Future 


The most vulnerable point for the 
entrance of “isms” into our political 
and economic structure is at lower in- 
come levels where suffering can ensue 
if the breadwinner dies or if the death 
of another family member creates ex- 
penses that result in economic priva- 
tion for the survivors, Stanley Collins, 
president, NALU, told members of the 
Indianapolis Life Underwriters Assn. 

The combination agent, Mr. Collins 
declared, is the primary source of pro- 
tection for these economic levels. He 
serves the people who need protection 
most and who are the most important 


' to guard in protecting the American 
| way of life. 


Mr. Collins said there is no use in 


| denying the life insurance business has 
' problems. Among them are mass sell- 


ing, variable annuities, and credit in- 
surance. “All are being considered and 
watched by both national and various 


' state associations,” he reported. “But 


despite these problems, and others 
that may develop in the future, the 
outlook for life insurance is bright.” 
Often “problems” in the bussiness be- 
come “new points of departure,” he 
declared. “When you raise a man’s 
economic level, you increase his goals. 
People always want more than they 
have. Increased social security benefits 
result in a man reaching even higher 
than ever before. I cannot see: but that 
the life insurance business is in for 
now-undreamed-of future growth.” 


Cape Girardeau, Mo.—New officers of the 
recently organized association are F. M. Casey, 
president; H. E. Carr, 1st vice-president; Rus- 
sell Boyt, 2nd vice-president, and Harry Fost- 
er, secretary. 


Toledo, O.—Charles H. Schaaff, vice-presi- 
dent of Massachusetts Mutual Life, spoke. 


New Bedford, Mass.—Louis Perras Jr., New 
Bedford attorney, spoke on estates and trusts. 


Peoria, Ill—Bernard H. Zais, Connecticut 
Mutual Life, Burlington, Vt., president of the 
association there, addressed the January meet- 
ing. 

Syracuse, N.Y¥Y.—Frederick B. Northrup Jr., 
Mutual Benefit Life, Syracuse, a member of 
Million Dollar Round Table for the last five 
years, spoke on MDRT membership. 


Biloxi, Miss.—Lt. Col. Robert L. Andrews, 
insurance officer at Keesler Air Force Base, 
spoke to Gulf coast association of the need for 
cooperation between the association and the 
Keesler command to protect young servicemen 
and the reputable life agents. He said the new 
strict regulations on soliciting business from 
servicemen resulted from activities of unquali- 
fied agents. The effectiveness of the new rules 
is shown by the lower lapse rates of policies 
on air force personnel. 


Burlington, Vt.—Lester O. Schriver, manag- 
ing director of NALU, spoke on “What Makes 
Them Buy.’”? Commissioner Miller was a guest. 

Savannah—Melvin S. Blitch, Life of Virginia, 
Savannah, president of the state association, 
reported on activities at the state level. Donald 
T. Osgood, manager of Mutual of New York 
in Savannah, spoke on “Doing a Better Job 
in 1956.” The state association caravan will be 
held March 13, 14, 15 and 16 in Atlanta, Macon, 
Albany and Columbus, respectively. 


Marinette, Wis.—Robert Remmel, area su- 
Pervisor for Aetna Life, was guest speaker at 
a meeting of Upper Wisconsin-Northern Mich- 
igan association. Advanced underwriting was 
the topic. 


Austin—Ben P. Atkinson, American General 
Life, president of the Texas association, 
Praised the development of LUTC in Texas. He 
said Texas rarks fourth in the nation in the 
number of LUTC classes, sixth in the number 
of students enrolled, and second in the number 
of local associntions sponsoring LUTC classes. 

Kingston, Pa.—Thomas V. Tinsley, group su- 
Pervisor of U.S. internal revenue service, ad- 
a Wilkes-Barre Wyoming Valley associa- 


Manitowoc, Wis.—William H. Pryor, Con- 
necticut Mutual, Milwaukee, national com- 
mitteeman for Wisconsin and national chair- 
man of the committee of agents, was guest 
Speaker. 

Pittsburgh—James M. Tindall, associate state 
director of State Farm at Harrisburg, ad- 
dressed the Butler branch. Darwyn I. Brown, 
assistant to the president of Washington Steel 
Corp., spoke to the Washington branch on Feb. 


8. Abe Cohen, Metropolitan Life, Pittsburgh, 
addressed New Castle branch on Feb. 9. Dom- 
inick Monda, superintendent of Knights Life 
at Washington, Pa., spoke to the Beaver Valley 
branch on Feb. 10, Edward A. Ryan, North- 
western Mutual Life, Pittsburgh, spoke to the 
Fayette county branch on Feb. 16. 


Marshfield, Wis.—Sy Manix, Old Line Life 
of America, Eau Claire, and vice-president of 
Wisconsin State Assn. of Life Underwriters, 
spoke on state and national life insurance 
problems at a Central Wisconsin association. 


St. Louis—‘“‘Million Dollar Ideas” were given 
at the January meeting by F. E. Brennan, 
New England Mutual Life: Harry Greensfelder 
Jr., independent, and John P. Veith, Massa- 
chusetts Mutual, all of St. Louis. 


Scranton, Pa.—A. Stewart Payne, general 
agent at Binghamton, N.Y., of Security Mutual 
Life of Binghamton and president of New York 
State Assn. of Life Underwriters, spoke. 


Columbus, O0.—A talk by James T. O’Neal, 
Great-West Life manager at Indianapolis, high- 
lighted the January meeting. 


Boston—William H. Flaherty, Metropolitan 
Life, Wakefield, Mass., gave a lesson in ‘“Posi- 
tive Attitude.’ 


Logansport, Ind.—A panel of three men at- 
tending the Purdue course spoke. They were 
Jack Lawrence, Massachusetts Mutual; Jo- 
seph Leibold, Mutual Benefit H.&A., and Rich- 
ard Roberts, Liberty Life. 


Charleston, W. VA.—David D. Taylor, man- 
ager of Shenandoah Life at Clarksburg and 
past president of West Virginia Assn. of Life 
Underwriters, spoke. 


Milwaukee—The February meeting was ad- 
dressed by Wilbur W. Hartshorn, superin- 
tendent of agencies for Metropolitan Life in 
the Great Lakes territory. Membership now 
totals 261. 


Phoenix—A. J. Wolf, Business Men’s As- 
surance, Fagstaff, spoke at the January meet- 
ing of Central Arizona Assn. 


New Bedford, Mass.—Joseph Slattery, field 
training instructor of Metropolitan Life, spoke 
on “Training in Prospecting and Selling” 
to a joint meeting of the New Bedford and 
Fall River associations. 


Houston—The January meeting was ad- 
dressed by John H. Fargason, Great Southern 
Life, Houston, whose sales in the past 10 years 
exceeded $16 million. 


Flint, Mich.—Richard Wetherbee, production 
manager of the Mutual Benefit Life agency at 
Cincinnati, addressed the January meeting 
which included delegations from Saginaw, 
Bay City, Port Huron, and Grand Rapids. 


San Francisco—Speaker at a breakfast ses- 
sion was Charles R. Gibbs, Mutual Benefit 
Life, Los Angeles. 


Cambridge, Md.—Edward Russo, Northwest- 
ern Mutual Life, Baltimore, spoke at a lunch- 
eon meeting. 

Des Moines—Kenneth L. Anderson, staff 
editor of Insurance R&R, urged agents to be 
sure they owned enough life insurance them- 
serves, to continue to educate themselves, to 
investigate the markets which surround them, 
to organize their sales presentations effective- 
ly, to build prestige for themselves by giving 
more than adequate service, and to keep their 
eyes on the goals and ambitions which led 
them into the business in the first place. 

Lewiston, Me.—Daniel Coakley Jr., New 
York Life, Boston, discussed ‘“‘The Right and 
Wrong Work Habits” at a meeting here of the 
Androscoggin Valley association. 








Lincoln Nat’] Promotes 4 


Lincoln National Life has made these 
promotions: Robert E. Rumple, claims 
administration manager; A. W. Scott, 
field claims service manager; Jack L. 
Nienaber, industrial securities superin- 
tendent; and Miss Dorothy E. Ball, su- 
perintendent of securities transactions. 

Mr. Rumple joined the company in 
1930, Mr. Scott in 1922, Mr. Nienaber 
in 1952, and Miss Ball in 1930. 


N. E. Trophy to Bare Agency 

Bruce Bare, general agent of New 
England Mutual Life in Los Angeles, 
won the president’s trophy in district 
one for his agency’s achievements in 
1955. President O. Kelley Anderson 
presented the award at a meeting of 
gereral agents in Florida. The agency 
renked’ third in 1955 production last 
veer averaging nearly $2 million a 
month 














vistonary in their thinking, 





ruggedly practical in their work, 


constant to their ideals... 


built a land that, in its richness, has 
never been equalled by any civilization, 


any empire, of any time. 


The goal of the 

Philadelphia Life Insurance Company 
is that it can steadfastly add to our 

Country's way of life by continually 


sracticing these virtues. 


1906 - 1956 


-1ALF A CENTURY OF SERVICE 
TO THE PUBLIC 


Philadelphia J. ife 


INSURANCE COMPANY 


111 NORTH BROAD STREET, PHILADELPHIA 7, PA. 
Joseph E. Boettner, C.L.U., Vice-President 





William Elliott, President 


OVER A QUARTER OF A BILLION OF INSURANCE IN FORCE 
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New Sales Skill— More Sales Power 


The new R & R Sickness & Accident Sales Kit—Money 
—When Needed Most—is made up of 12 items which 
include six visual presentations and sales talks, four ac- 
ticn-cetter cards with a thought-provoking idea on one 
side and supporting factual data on the other and the 
R & R Dollar Deck which is a complete sales presenta- 
tion told with the aid of a series of small cards. Kit also 
centains a pad of 25 illustrated proposal sheets for out- 
I’ning benefits of the plan recommended. 

This Money—When Needed Most kit contains one 
exch of a 12 items in attractive, compact folder. Single 
kit price, $3.65 plus postage. 
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Determination to Reach Goal Marks 
All Successful Agents, Says Monley 


If any “common denominator” exists 
among successful agents, it is a certain 
state of mind they 
all possess, H. Fred 
Monley, associate 
director of field 
training of Pru- 
dential, told the 
Long Island 
branch of New 
York City Life Un- 
derwriters Assn. 

Mr. Monley cited 
accomplish- 
ments by a num- 
ber of his compa- 
ny’s top producers. 
He ruled out appearance, education, 
personality, amount of work or any 
new type of prospecting as the common 
reason for their success. But all were 
“obsessed” with reaching a goal, he 
said. 

“If we set a goal, we become so sensi- 





H. Fred Monley 


tized that we use anything that leads 
to the goal,” declared Mr. Monley, 
whose talk was titled “It’s All in Your 
Mind.” 

He suggested several steps which 
should be taken to reach whatever goal 
is desired. First, the agent should de- 
cide what goal he really wants. Then 
he must write the objective on paper so 
it may be seen. Then, Mr. Monley said, 
“believe you are going to get what you 
want.” And finally, the agent should 
enlarge his concept and understanding 
of life insurance. 

The insurance man does not compete 
with the prospect’s standard of living, 
but enhances it instead, Mr. Monley 
pointed out. 

Suggestions for selling A&S were 
made by Robert J. Keane, president of 
Keane & Warner, Inc., New York City 
A&S agency. He said at the outset that 
agents can sell A&S, but rather “Why 
don’t you sell more A&S?” 












FOUNDED IN 1867 
IN MOINES 


covering 1955 operations 
records the largest annual pro- 
duction in Company history, a 
paid total of $140,589,044. 
~~ Insurance 
~=z~ to $1,428,226,264. Assets in- 
~ + ereased to $562,177,404, and 
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To conduct successful interviews, 
agents need complete and accurate 
knowledge of the product. This leads 
to confidence. Knowledge and confi- 
dence give birth to enthusiasm. 

The insuring clause is of vital impor- 
tance, Mr. Keane said. One simply say- 
ing “accidental bodily injury” is best. 
He advised agents to look for the 
broadest possible clause. 

Agents should notice the length of 
the period between the date of injury 
and the date the disability begins. A 
good policy will pay disability as long 
as insured cannot engage in his occu- 
pation. The antithesis of this is the 
policy which will pay only as long as 
the insured cannot work for gain or 
profit. In discussing methods and 
amounts of payment, Mr. Keane noted 
that some companies now pay weekly 
amounts plus a lump sum. 

If the prospect is not wealthy but 
maintains he does not need A&S, then 
the agent has not sold him. If the pros- 
pect says his employer will continue 
his salary if he gets hurt, the agent 
should point out that the prospect must 
pay his taxes and living costs, plus the 
extra medical expenses. The prospect 
should be asked if he can afford to give 
part of his salary to someone else. 

If the prospect objects to A&S on the 
grounds that he has money in the bank, 
the agent should remind him that it 
takes an average of three years to re- 
place cash withdrawn for emergencies. 
A&S is the best way of meeting these 
emergencies because it anticipates ill- 
ness, just as life insurance anticipates 
death, Mr. Keane said. 

Charles P. Phillips, staff supervisor 
of the field training division of Metro- 
politan Life, advised agents to select 
their markets and learn all there is to 
know about selling in them. Approach- 
es and presentations to prospects in 
these markets should be developed. 

Good markets in these prosperous 
times include those for family income 
and educational income policies, mort- 
gage term, retirement and business in- 
surance. College students, for example, 
are a profitable market because they 
are young, receptive and usually have 
an income from themselves or their 
families. They usually can be seen dur- 
ing holidays and. vacations when it 1s 
difficult to make appointments with 
other types of prospects. 

Servicemen are good prospects be- 
cause they, too, are young and recep- 
tive. If there are servicemen in the 
area, Mr. Phillips said, a tested proce- 
dure is to learn all about their benefits, 
visit them, explain their benefits and 
tell how personal life insurance will 
complete their programs. These clients 
are a good source of referred leads. The 
same method of operation can be fol- 
lowed in selling among civil service 
personnel and employes covered by 
group plans in large industrial firms. 
Seasonal workers like farmers and va- 
cation area concessionaires should be 
seen at the end of the season when they 
have more money, Mr. Phillips said. 

Andrew M. Christensen, manager of 
New York Life at Fresh Meadows, said: 
“You must believe your story of what 
you’ve got to sell. It’s the greatest story, 
next to the Bible.” 

The prospect must be motivated by 
facts and by emotion. The agent should 
tell the story simply, avoid complicated 
illustrations, use “power phrases” and 
dress conservatively. The agent should 
ask the prospect to “write his name” 
and should avoid asking him to “sign” 
anything, Mr. Christensen advised. 

Anticipate the prospect’s objections: 
he is good only for one or two. Enthusi- 
asm can overcome objections and in- 
terest the prospect. 

The agent, after making it clear that 


he wants to tell his story, must use 


words which make sense to the pros. ; 


pect, Mr. Christensen continued. Tech- | 
nical terms must be translated to un- 

derstandable words. The agent must 

“disturb” the prospect enough to 

change his interest to desire. Because | 
the agent has the great story of life in. 

surance to tell, he never should apolo- 

gize for taking the prospect’s time. 

A. Stewart Payne, general agent at 
Binghamton of Security Mutual Life 
of Binghamton and president of New 
York State Assn. of Life Underwriters, 
spoke on the relationship of A&S to 
life. 

It is better, perhaps, not to be a purist 
in life insurance, he said, since A&§ is 
personal insurance also. He recalled 
how he was not “A&S minded” when 
he first became a general agent. 

A&S, Mr. Payne stated, is the only 
means for continuing a person’s in- 
come during protracted periods of dis- 
ability. It is “primary” insurance. 

He told how his agency trained aq | 
group of new men in life and A&s. 
Their A&S leads led to life clients, 
Four of the five men have been suc- 
cessful. Mr. Payne felt their perform. 
ance showed that A&S provides q/ 
successful introduction to the life in- © 
surance business. 

Comparing the sale of A&S with life, | 
Mr. Payne said: “It is easier to back up | 
an ambulance to the door than a hearse, | 
A man can see himself in an ambulance | 
but not in a hearse.” | 

Harold N. Sloane, general agent of | 
Continental Assurance in New York 
City, spoke briefly and humorously on 
the split dollar plan. 

The split dollar is really a “split pre- 
mium dollar,” 
payments by employers and employes, — 
Mr. Sloane said. ; 

Good prospects are employers with — 
sons or sons-in-law in the business. | 
But prospects do not have to be busi- | 
ness men or corporations. They can be | 
individuals, like fathers who pay the | 
increase in the cash value of a daugh- — 
ter’s policy while the son-in-law pays 
the difference, Mr. Sloane pointed out. 

William Krauss, general agent of 
Union Casualty & Life at Hempstead, 
was moderator of the meeting and Ber- 
nard J. Lyttle, district manager of New 
England Mutual Life, was _ general 
chairman. 








Boston Mutual Promotes O'Keefe 

Boston Mutual Life has promoted 
Thomas P. O’Keefe to assistant secre- | 
tary of the methods and planning 
division. He joined the actuarial de- 
partment in 1946 and has been mana- 
ger of the methods and planning de- 
partment. 
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Introduce N. Y. Welfare Bill; Still No Tax 


(CONTINUED FROM PAGE 1) 





status as the latter is not so visionary 
as it would be under different circum- 
>1ances. 

Moreover, this method of effecting 
equality would not cost the state much 
more than letting the discrimination 
stand. For if the discrimination con- 
tinues, most of the funds would go 
self-insured and the state would lose 
the premium-tax revenues anyway. 

The bill introduced in the legisla- 
ture is about one-sixth as long as the 
draft that Martin House, special coun- 
sel to the New York department, pre- 
pared after extensive hearings to de- 
termine what abuses needed correct- 
ing. Much that was spelled out in the 
House measure would be left to the 
insurance superintendent to prescribe 
in regulations which the bill would 
empower him to promulgate and en- 
force. 

The new bill would amend both the 
insurance and the banking laws, 
since some funds are held or admin- 
istered, in whole or in part, by banks 
or trust companies as corporate trus- 
tees or agents. These funds would be 
made subject to the supervision of the 
banking department. 

The insurance law would be amen- 
ded by inserting a new article, IX-E, 
titled employe benefit plans. It would 
apply to employes working for em- 
ployers in the state and to any em- 
ployer located outside the state having 
at least 20 employes within the state of 
New York. 

e e a 

The chapter would exclude from 
the insurance law a trust or fund held 
or administered by a bank or trust 
company as corporate trustee or 
agent, which is subject to examination 
and supervision by the banking de- 
partment of New York or any other 
state or by the comptroller of the cur- 
rency. 

Funds subject to article IX-E would 
be required, from Jan. 1, 1957, on- 
ward, to be registered with the insur- 
ance department, supplying informa- 
tion as required by the superintendent. 
They would have to file annual re- 
ports with the department. The super- 
intendent would be empowered to re- 
quire that a fund supply a copy, sum- 
mary, or excerpts from the represen- 
tative when requested to do so. 

The superintendent would be em- 
powered to examine employe benefit 
plans as often as he deems expedient 
but would be required to do so at least 
once in every five years. 

The insurer on a welfare fund would 
be required to furnish the administra- 
tor within four months after the end 
of each policy year a statement of ac- 
count with respect to the policy. “set- 
ting forth such information as the su- 
perintendent shall require in such 
form and detail as he shall prescribe.” 

The law is specific about kick-backs 
of commissions, a form of abuse un- 
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covered in the investigations. Section 
291 states: 

“No commission, fee, compensation, 
allowance or expense, or any part 
thereof, derived from the solicitation, 
sale, service or administration of a 
covering policy of an employe benefit 
plan, as defined in this article and 
article XII-B of the banking law, shall 
be paid, directly or indirectly, to, or 
be received by, any employer, union, 
plan, or any trustee, officer, employe 
or agent thereof or any other person 
in any manner associated with any of 
the foregoing.” 


Though a fiduciary obligation has 
always been implicit in employe bene- 
fit plans, it was ignored in a number 
of funds. Section 292 spells it out: 
“The administrator of every employe 
benefit plan, and, where the adminis- 
trator consists of more than one per- 
son, each such person, shall be res- 
ponsible in a fiduciary capacity for all 
money or property received, managed 
or disbursed by him on behalf of such 
plan.” 

Section 293 provides that unless the 
insurance superintendent first ap- 
proves, no investment may be made on 
behalf of the fund “(1) in the stock, 
obligations or other property of the 
employer, its subsidiaries or affiliates, 
if the amount of such investment, 
when added to the book value of other 
investments in such stock, obligations 
or property, will exceed 10% of the 
book value of the fund; or (2) in vot- 
ing stock of an employer corporation 
or of a subsidiary or affiliated cor- 
poration, if, as a result, the fund will 
hold more than 5% of the voting pow- 
er of such corporation.” 

The insurance superintendent would 
be authorized to make and publish 
such analyses of the reports filed with 
him as will, in his judgment, contrib- 
bute to a better public understanding 
of employe benefit plans. He would 
also be given the right to exempt and 
revoke the exemption of any or all 
provisions of article IX-E “whenever 
it shall appear to his satisfaction that 
such exemption or waiver is in the 
public interest and will not materially 
adversely affect the interests of the 
covered employes employed in this 
state.” 

What the framers of the bill regard 
as a highly important safeguard 
against abuses is the provision for an 
advisory council. This would consist 
of 16 members, of whom 13 are to be 
appointed by the governor and three 
are to be members ex-officio. Guberna- 
torial appointees would be three rep- 
resenting the employes, three repre- 
senting the general public, two the 
employers, two the insurance industry, 
and two the banking industry. One of 
the 13 would be chairman. The ex- 
officio members would be the insur- 
ance superintendent, the banking su- 
perintendent, and the industrial com- 
missioner. 

Each appointive 
serve for three years from Sept. 1 of 
the year in which he is appointed, and 
until his successor is appointed and 
has qualified, except that of the mem- 
bers first appointed, four would be 
appointed for terms to expire Aug. 31, 
1957, and four for terms to expire 
Aug 31, 1958. Appointive members are 
subject to removal by the governor 
“whenever in his judgment the public 
interest may require.” 

Appointed members of the council 
would receive $50 a day or part there- 


member would’ 


of for attending meetings or doing 
other council work, plus expenses not 
to exceed $2,000 a year each. 

The council’s duties would be “to 
consider and make recommendations 
upon any matter relating to the ad- 
ministration of this article or of article 
X11-B of the banking law which the 
superintendent of insurance or the su- 
perintendent of banks may submit to 
it for recommendation and upon any 
other matter relating to the adminis- 
tration of this article which it may 
deem advisable.” 

Expenses of departmental examin- 
ations of welfare funds would be paid 
for by each such fund but the super- 
intendent, upon recommendation of 
the advisory council, and with the ap- 
proval of the comptroller, may “for 
good cause’”’ remit the charge. 

The bill would further amend the 
insurance law to provide that the in- 
surance department, in computing ex- 
penses to be assessed against insurers 
for departmental operation, shall ex- 
clude the expenses of the department 
allocated to the administration of arti- 
cle IX-E. 

The bill also appropriates up to 
$100,000 to the insurance department 
to administer article IX-E for the fis- 
cal year ending March 31, 1957. 

Any person who wilfully violates 
“or causes or induces the violation” of 
any provision of article IX-E would 
be guilty of a misdemeanor. 

Amendments to the banking law 
substantially parallel the insurance 
law amendments. 





Commonwealth Life Lists 
Trophy Winners for 1955 


Winners of Commonwealth Life 
president’s trophy for 1955 are Big 
Sandy district, Pikeville (Ky.), J. T. 
Parker, manager, group IV; Winchester 
(Ky.) district, J. C. Gamble, manager, 
group III; Hazard (Ky.) district, W. P. 
Combs, manager, group II; and Sidney 
(O.) district, Arnold Short, manager, 
group I. 

The vice-president’s trophy was 
awarded to K. D. VanHoose, Big Sandy 
district; R. R. Bach, and D. G. Skid- 
more, Winchester district; and J. R. 
Myers, Wabash Valley district, Koko- 
mo, Ind. The superintendent of agen- 
cy’s trophy went to assistant managers 
Ted Adams, Big Sandy district; W. C. 
Joiner, Bowling Green (Ky.) district 
office, and George C. Payne, Louisville 
west district. 


Bergen-Eiber Agency 


Marks 10th Anniversary 


The Bergen-Eiber agency of Mutual 
Trust Life in Brooklyn celebrated its 
10th anniversary with a dinner-dance 
at Belmont Plaza hotel in New York 
City. : 

Guests from the home office were 
President Raymond Olson, Charles 
Kiefer and Evans Whiting, managers 





Bernard M. Eiber (left) and Bernard 
S. Bergen (right), co-general agents of 
Mutual Trust Life in Brooklyn, are 
shown receiving the president’s cup 
from President Raymond Olson at the 
agency’s 10th anniversary dinner in 
New York City. The agency, which 
has won other awards, is the first to 
win permanent possession of the 
trophy two times. 


of agencies. Mr. Olson praised Bernard 
Bergen and Bernard M. Eiber, general 
agents, not only for their contributions 
to the company but also to the business 
in general and the community. He 
cited the agency and its personnel for 
their accomplishments as individuals 
and as an organization. 

The agency has set a record by win- 
ning permanent possession of the pres- 
ident’s trophy for the second time. Pro- 
duction exceeded $50 million in the 10 
years, $10 million in 1955 and $1 mil- 
lion in January. Howard M. Katzen 
and Maurice Blond are members of the 
Million Dollar Round Table. 


West Coast to Pay Stock Dividend 

West Coast Life has declared a 
3314% stock dividend and a semi-an- 
nual dividend of 25 cents a share, both 
payable March 13 to holders of record 
March 2. This increases capital from 
$1,500,000 to $2 million. 
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Dwight Mead, Leader in 
A&sS Field, in New Post 


W. Dwight Mead, since 1910 A&S 
general agent of Pacific Mutual Life 
at Seattle, has relinquished that post 
to become an associate of the compa- 
ny’s Rolfsness general agency there. 

Mr. Mead served as president of In- 
ternational Assn. of A.&H. Underwrit- 
ers in 1936. He helped organize the 


Seattle A.&H. association and also was 
a founder of Seattle Life Managers 
Assn. and its first president. Also a past 
president of Seattle Life Underwriters 
Assn., Mr. Mead is credited with orig- 
inating the now popular “sales con- 
gress” within the insurance industry, 
when he instituted the first of such 
gatherings in Seattle in 1913. 

In 1925 he gained prominence when 
he spear-headed a drive in which Se- 
attle life agents sold a million dollars 
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DIRECTOR OF 
NEW ORGANIZATION 


One of North America's 15 largest 
life, a & s, and group companies 
wants a man with life insurance and 
agency supervision experience not 
over age 40 to recruit and appoint 
new agency managers in aggressive 
expansion program. Good salary 
and opportunity for future personal 
growth. Must be willing to travel in 
U.S. and Canada. Prompt, confiden- 
tial interviews will be granted quali- 
fied applicants. Send complete résu- 
mé to Box +K-85, The National Un- 
derwriter Co., 175 W. Jackson, Chi- 
cago 4, Illinois. 











AGENCY DIRECTOR 


Life company writing primarily Hospitali- 
zation wants man under 40 to develop 
separate life department. Company is 
adequately financed, respected, and op- 
erates in several states. Man must be clean, 
capable, ambitious and willing to work 
for advancement. Must have proven 
method of recruiting, training, and devel- 
oping men. Give complete background, 
plan of operation, and recent photograph. 


GLOBE LIFE & ACCIDENT INS. CO. 
OKLAHOMA CITY, OKLAHOMA 








NEW LEGAL RESERVE 
STOCK COMPANY 
Policies registered Missouri Insurance 
Department offers unusual agency arrange- 
ments throughout Missouri. Company char- 
tered December 17, 1955. Launching 
extensive agency development program. 
Attractive ground floor opportunities avail- 
able to qualified underwriters. Contact: 

Thomas A, Quigley, Pres. 
THE CARDINAL LIFE INS. CO. 


34 No. Brentwood Blvd. 
Clayton 5, Missouri 


HOME OFFICE 
LIFE UNDERWRITER 


Company in Middle Atlantic State is embarking 
on national agency-building program. We re- 
quire a Life Underwriter to head the depart- 
ment. Minimum three years experience necessary. 
This is a well established Company of strength 
and stability. Salary open, pension plan and 
other benefits. An opportunity for the right man 
to get in on the ground floor. Some A & H ex- 
perience helpful. Write Box K-96, c/o The Na- 
tional Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Iil. 








SALES EXECUTIVE 
Executive to assume responsible sales man- 
agement position in Midwestern multiple 
line company. Areas of responsibility in- 
clude supervision of established sales dis- 
trict managers, establishment of produc- 
tion quotas. Experience in life Agency man- 
agement essential; knowledge of fire and 
casualty lines desirable. Salary commen- 
surate with experience and proven ability. 
Company car and expenses provided. Em- 
ployee benefits include life insurance, pen- 
sion and major medical hospitalization 
plans. Give complete details with reference 
to experience and background. Replies held 
in strictest confidence. Box No. K-90, c/o 
The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 














ACTUARIAL OPPORTUNITY 


Well established, small Eastern Company offers 
a splendid opportunity for a man who has stand- 
ing in the Actuarial Society. Should have passed 
three or more parts of the examinations. This is 
a ground floor opportunity to grow with a com- 
pom just embarking on a national agency- 

uilding program. Require man who can par- 
ticipate in g +t probl on all levels. 
Salary open. Give complete resume of your ex- 
perience which will be held strictly confidential. 
Write Box K-94, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 











HOME OFFICE AGENCY ASSISTANT 


To assist in establishing Life Agencies, Growing 

Missouri Company has exceptional opportunity 

for capable man. Travel required in 4 states. 

Salary open, promotion based on accomplish- 

ments. Address Box K-95, c/o The National Un- 

ew Co., 175 W. Jackson Blvd., Chicago 4, 
inois. 

















GROUP SALES 

One of the top 25 Group A & H Com- 
panies wants Home Office Group Repre- 
sentative. Responsibilities will parallel 
Regional Managership. Opportunities are 
great as this is a new job. Some Group 
A & H Sales experience necessary. Work 
with Brokers and Agents out of Detroit 
Home Office. If you have real ability and 
are stalemated or tired of being shifted 
around, send brief informal résumé includ- 
ing experience, background and present 
salary. All replies confidential. Our per- 
sonnel know of this ad. 

Box L-2, The National Underwriter Co. 
175 W. Jackson Blvd. 





Want one ambitious, farsighted, established life 
agent in several major cities to solicit national 
group accountants. Official project. Prestige, 
unlimited potential life business thru accountants 
all yours and commissions paid for first year 
remium for sale of one policy. Address Box 
-97, c/o The National Underwriter Co., 175 W. 
— Blvd., Chicago 4, IIl., for full informa- 
ion. 








SECURITIES SALESMEN 
(indiana Territory) 

Unusual opportunity to represent established In- 

diana dealership specializing in unlisted insur- 

ance stocks. Many good active issues available. 

Higher commissions plus bonus to producers. 

Write or Call 

CAPITOL SECURITIES CO. 

Merchants Bank Building 
Indianapolis, Indiana 











ACTUARY WANTED 

We are a multiple line company located in the 
Deep South with $150,000,000 of insurance in force. 
We want an actuary to te with us. His respon- 
sibilities will not be confined to one department, 
and the possibilities of advancement are excel- 
lent. Examinations are desirable but not manda- 
tory. Send replies with outline of experience and 
personal information to: Box K-89, 

The National Underwriter Co. 


- and colleges whose governing boards 








March 2, 1956 
—== | Marc 
worth of insurance to mature 20 years 7 i a 
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Mr. Young, who entered the busi- 
ness seven years ago, has been a div- 





speculate” but they want to be sure! Ave 
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hand when it is needed. He said he has 
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W. H. Young R. A. Vandegrift 


ision manager of Prudential in Detroit. 
The agency, relocated on James Couz- 
ens highway, will cover a larger area 
that will include Flint, Saginaw and 
Bay City. 

The Detroit brokerage office is be- 
ing moved to larger quarters in the 
Penobscot building. James B. Fellows 
has been manager since 1949. 

Mr. Vandegrift, who entered the 
business in 1952, has been a division 
manager of Prudential in Sacramento 
since 1953. 
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to Include Free Trips 
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nipeg in 1946, was 
named assistant 
manager at Cal- 
gary in 1949. He 
previously was 
with North Ameri- 
can Life of Toron- 
to. 


foundation, a non-profit organization 
aiding Christian education at schools 


ELE 


CON 
Aetna Names Benshoff 


are composed of members of the 
Church of Christ.*The class B and 
100,000 class A shares are reserved for 
employes and directors of the com- 
pany. 





Donald McDiarmid 























Chicago 4, Illinois 


175 W. Jackson Blvd. Chicago 4, Ill. 


WANTED 


Superintendent of Field Force for small company. 
Must be experienced in handling field force and 
be able to speak Polish. Starting salary $10,000. 
per year with opportunity for advancement. Re- 
ply giving your experience to Box K-92, c/o 

The National Underwriter Co. 
175 W. Jackson Blvd. Chicago 4, Ill. 


Aetna Life has appointed Harlan — 
J. Benshoof agency assistant to in- 
struct in the home office school and 
assist in the field training program. 
He joined the company three yeals 
ago and has been supervisor at Des 








Moines. 
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More Companies Scale New Heights in 1955 


(CONTINUED FROM PAGE 2) 
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21.7% and real estate, policy loans and $1,461,221. 


other items for 10%. 

Benefit payments totaled $352 mil- 
lion, up $33 million, with two-thirds of 
the payments going to living policy- 
holders. 

Life insurance in force passed $15 
billion, up $1.4 billion. Life sales to- 
taled a record $2.2 billion, up 16.5%. 
Provision for dividends to be paid in 
1956 were estimated at $96 million, up 
$11.5 million. 

The shift from a military economy 
to peacetime production in the last 
decade has been an important consid- 
eration in the investment of funds. In- 
yestments in utilities rose to $1.3 bil- 
lion, and more than $1 billion was 
invested in industries of all kinds in 
the U. S. and Canada. Mortgage loans 
accounted for $1.7 billion. Holdings in 
equities, preferred and common stocks 
reached $457 million. 

Average policy size was $6,390. 


PAUL REVERE LIFE 
MASS. PROTECTIVE 


Paul Revere Life new ordinary life in 
1955 was up 33% and ordinary in force 
was up 12.5%. Group and employe life 
in force totaled $144,010,596. 

Group annual premiums totaled $6,- 
526,000, up $1 million, excluding the 
federal group case. Premium income 
and new business rose 41% and 25%, 
respectively, in Canada. 

Combined non-cancellable A&S pre- 
mium income of Paul Revere and Mas- 
sachusetts Protective exceeded $25 
million. Massachusetts Protective pre- 
mium income was a record $11,181,044 
while comparable Paul Revere pre- 
mium income on disability policies 
reached a peak $14,216,598, up $1,192,- 
408. 

Massachusetts Protective assets to- 
taled $64,454,157, up 12.7%, and Paul 
Revere assets rose to $115,032,113, up 
14%. Massachusetts Protective and 
Paul Revere payments to policyholders 
totaled $4,842,069 and $13,559,588, re- 
spectively. The companies paid 67,000 
disability claims. 


PROTECTIVE LIFE 


Protective Life insurance in force in 
1955 reached $776,870,659, up $104,- 
112,009. 

Assets rose to $69,776,440, up $7,- 
225,000. Policy reserves totaled $56,- 
882,452, up $5,205,595. 

Payments to policyholders amounted 


/ to $9,655,809. 
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SECURITY MUTUAL 


Security Mutual Life of Binghamton 
ordinary life sales in 1955 totaled $43,- 
922,228, up $3,357,697, with an average 
size new policy of $8,789, up $576. 

Insurance in force rose to $368,214,- 
349, up $23,870,573. Assets were $96,- 
061,173, up- $7,210,120. Reserves for 
dividends payable in 1956 were set at 





Surplus and contingency 
funds were $5,472,254, up $738,520. 


STATE FARM LIFE 


New ordinary life issued in 1955 by 
State Farm Life reached $184,992,000. 
Ordinary in force totaled $930,509,000, 
a gain of 11%. 

Assets reached $106,454,000 and 
policyholders’ surplus $14,285,000, as 
against respective totals in 1954 of 
$90,463,000 and $12,734,000. Dividends 
to policyholders were up more than 
$500,000, totaling $2,815,000. This re- 
sulted from a 17% increase in dividend 
scales. 


UNITED, CHICAGO 


United of Chicago registered record 
increases in all departments in 1955. 
Life insurance in force reached $480,- 
492,056, a gain of $47,709,539. 

Assets totaled $58,034,492, up $9,078,- 
351. Total income of $53.209,252 was a 
gain of $8,443,723. Policyholder re- 
serves increased $4,530,302 to total 
$37,032,753. Capital and surplus 
amounted to $8,952,288. Government 
taxes were $1,355,241, a 30% increase. 
Benefit payments amounted to $14,- 
579,069. 


U.S. LIFE 


U. S. Life sales in 1955 totaled $176 - 
616,866 of which a record $85.557.583 
was ordinary with the balance groun 
and wholesale. A&S premiums totaled 
$8 million, with individual and group 
reaching new highs. Insurance in force 
rose to $826 million. 

Invested assets totaled $73.807.009. 
up $7.601.428. Surplus to policvholders 
was $6.166 20). up $775.859. The com- 
pany was authorized to issue nartici- 
pating pelicies. making it the only do- 
mestic New York company writing 
both participating and non-participat- 
ing policies. The comvany was Jicensed 
in Arizona, Nebraska, Nevada and 
British West Indies. 


WASHINGTON NATIONAL 


New paid for life business of Wash- 
ington National in 1955 amoimnted to 
$337.852.422. compared with $299,745,- 
897 the previous year. Insurance in 
force rose to $1,295.745.570, a gain of 
$204 328,350. Premium income of $64,- 
249.196 was an increase of 9.7%. A&H 
accounted for $35.430.536 and life in- 
surance for $28,818,660. 

Assets increased by $17,564,781 to 
total $211,185.616. The ratio of assets 
to liabilities climbed to $129.16 of as- 
sets for each $100 of liabilities. Capital, 
assigned surplus and_ contingency 
funds are now $47,683,057, an increase 
of $4,228,415. Benefit payments in- 
creased 15.4%. 


WEST COAST LIFE 


New highs in life insurance in force, 
resources, capital and surplus and net 


earnings were recorded in 1955 by 
West Coast Life. 

Life insurance in force totaled $511,- 
648,577 compared with $454,882,784 the 
previous year. The net increase of $56,- 
765,793 and new sales of $52,268,893 
made in 1955 compared with a net 
increase of $100,503,120 and new sales 
of $110,691,753 the previous year, the 
difference reflecting company partici- 
pation in group insurance on federal 
employes. A&S premiums’ earned 
amounted to $1,716,936 as against $1,- 
401,206. 

Total income of $14,567,364, includ- 
ing $11,560,714 from premiums and 
$2,255,251 from investments, compared 
with a total of $12,870,171 for 1954. 
Benefit payments of $6,752,301 brought 
the total of such payments since or- 
ganization to $107,236,111. Reserves for 
future payments increased $3,536,501, 
to total $58,635,200. 

Assets rose from $65,387,206 to $70,- 
690,624. Net earnings, after policyhold- 
er dividends and provision for reserves 
and taxes, were $1,056,203 as against 
$842,332. After payment of $150,000 in 
cash dividends to shareowners, $750,- 
000 was added to surplus and $156,203 
to unassigned contingency reserves. 
This brought capital and surplus to 
$6,551,102 as against $5,644,899. 


National of Vt. Names 
McNiel GA at Dallas 


National Life of Vermont has ap- 
pointed Tom MecNiel general agent in 
Texas, with offices 
in the Republic 
Bank building, 
Dallas. 

Bev Ficke is 
associate general 
agent and George 
M. Edwards Jr. 
represents the 
agency in Fort 
Worth. 

Mr. McNiel en- 
tered the business 
with Mutual of 
New York at Dal- 
las in 1952. He is 
a member of Mil- 
lion Dollar Round Table. 

Mr. Ficke, who attended SMU in- 
stitute, also has been with Mutual of 
New York in Dallas. He previously 
was with the former Reliance Life of 
Pittsburgh for 2% years. 

Mr. Edwards entered the business 
with New York Life at Killeen, Tex., 
in 1954. 


Tom MeNiel 





Guardian Honors Cloke 


Guardian Life held a dinner for 
Peter V. Cloke, mortgage secretary, to 
mark his 25th anniversary with the 
company. President James A McLain 
presented Mr. Cloke with a 25-year 
service pin and a set of golf clubs on 
behalf of his fellow officers. 

Mr. Cloke, who joined the company 
in the mortgage department, became 
department head in 1935, assistant 
manager in 1945 and mortgage secre- 
tary in 1946. He is a director of Para- 
mount Fire and regional vice-presi- 
dent of region 1 of Mortgage Bankers 
Assn. of America. 





‘ELECTRONIC 
COMPUTING. .. 


for Your 
Business 


Computing Consultants, Inc., offers electronic computing on a pooled basis 
to any size business which needs vast amounts of accurate data processing and 
calculating in a hurry. By using the services of this new company, your busi- 
ness can have all the advantages of electronic computing without your bearing 


the entire cost of a large computer. 


If you plan to obtain your own computer, Computing Consultants can sur- 
vey your needs and counsel you on the most efficient type and make of com- 


puter for your purpose. 


If you already have a computer, perhaps Computing Consultants’ expe- 
rienced staff can help you on programming problems, or supplement your 
own programming staff or computer during periods of excess work. 

For more information, call or write: 





COMPUTING CONSULTANTS, Inc. 7 AUSTELL WAY, N.W., ATLANTA, GEORGIA 











Conn. General Names 
Brooks at Fort Wayne 


Herbert J. Foelber is relinquishing 
managerial duties at the Fort Wayne 
office of Connecticut General Life to 
devote full time to personal sales and 
estate planning. 

Elton H. Brooks has been named 
district manager in Fort Wayne, with © 
offices in the Lincoln Tower building. 
He joined the company in 1953 and 
has been at the home office. 

Mr. Foelber joined the company at 
Indianapolis in 1933 and has been at 
Fort Wayne 18 years. 








The fair sex gets a fair 
break with Columbian 

- National’s new special 
policy for ladies to 
complement the 
Minute Man at 76 
for men. 


For secretaries, buyers, techni- 
cians —- career women: a life 
‘insurance policy at a lower 
premium than for men! Equal 
benefits at the same age. 


Full protection* to age 76, then 
half benefits for life. 


*Special option available to con- 
tinue full benefits. Minimum 
policy issued $10,000. An at- 
tractive contract to men but 
something really special for | 
the ladies! tee 
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Robinson Discusses Communications 


(CONTINUED FROM PAGE 3) 





rules and procedures. We need fre- 
quent, friendly, and—if possible—in- 
teresting reminders. Granting that set- 
ting up these reminders and seeing 
that they’re used costs time and money, 
normally this amounts to less both 
ways, than the bill for the mistakes 
that occur when the reminders are 
skipped. 

The old parson’s “I tells "em what 
I’m goin’ tell ’em—den I tells ’em—and 
den I tells ’em what I done tole ’em” 
should be a communication maxim in- 
stead of the cliche it has become. 

There are a number of ingenious 
ways to restate rules and instructions. 
One company has come up with a sim- 
ple and seemingly effective way of 
handling the reminder problem—and 
a way that also tells them when a re- 
minder is likely to be due. “Whenever 
as many as three of our agencies goof 
on the same thing, we figure it’s time 
to tell them, and all of our other offices, 
just how the job should be done.” 

The agency secretary I’m quoting 
says they use a sort of “horrible exam- 
ple” memorandum that says, in effect, 
“Of course you wouldn’t make this 
mistake, but it’s just been made in four 
of our offices.” The memo tells what 
happened and how it could have been 
avoided—and in doing this, works in 
an informal restatement of the rule or 





procedure in question. I was told these 
memos “seem to be better read and re- 
membered longer than a straight repe- 
tition of what the manual says.” 

About the most lucid writer I know 
is the head of a large advertising agen- 
cy. He says, “You can’t expect to get an 
idea across to someone else if he has to 
do much work to be sure of what you 
mean.” Absolute clarity is a must in 
effective communication. This is an in- 
sidious requirement; it seems simple 
but isn’t. And it’s especially true of 
written communications, where there 
is no chance for a change in tone, or 
expression, or a gesture, to help them 
emphasize an exact meaning. 

Maybe you’ve played the party game 
where you all sit in a circle, you whis- 
per a simple statement to the person 
next to you, who whispers it to the 
next, and so on until it comes back to 
you. If there are as many as eight or 
nine in your group, you may not recog- 
nize what you said—and I’ve known 
some unbelievable garbling when there 
were only four or five of us. Quite in- 
telligent people do get things loused up. 

This is a not-so-exaggerated illus- 
tration of what management is up 
against when there are plans and in- 
structions to pass along. Here is a test 
that has some proved value: do our 
memos, bulletins, or whatever form of 
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communication we’re using, explain 
the why, or do they merely tell the 
what? and can the what really be 
understood? 

One company that gets out instruc- 
tional bulletins with a minimum of 
loose ends that have to be tied down 
later on, says a procedure they set up 
some time back has helped a lot. Three 
members of the staff—people who had 
nothing to do with its preparation, and 
who are not too familiar with its pur- 
pose—read each bulletin before it is 
released, and then explain what they 
think it means. 

The administrative vice-president of 
this company says, “Obviously, we 
can’t follow every bulletin and memo 
to all the people who get it to be sure 
they know what it means, but by trying 
them on for clarity and completeness, 
here in the home office, we get at least 
some of the benefits of a play-back.” 

I think it was William Jennings Bry- 
an who said, “People really listen when 
you’re telling them something they 
want to hear.” Whether they are in the 
field or working in the home office, we 
are dealing with people who like to be 
“in the know.” On averages, they will 
do a much better job if they are told a 
good deal about where the company is 
going—when it expects to get there— 
the more important and difficult prob- 
lems that will have to be solved along 
the way—and, rather specifically, how 
each person’s work will help. Not too 
much has been done by life insurance 
companies with this particular facet of 
inside-the-family communication, but 
it has been receiving a lot of attention 
in other industries. 


It isn’t easy to explain company poli- 
cy to a junior clerk whose main con- 
cern is thought to be, and perhaps is 
more pay for a shorter week; but, more 
often than not, it can be explained— 
and, with no exceptions I know about, 
management has found that measur- 
able results more than pay for the time 
and effort it takes to do it. 

A management consultant quoted in 
the Wall Street Journal says, “We have 
to find a way to help the employe think 
of the business as though he were the 
boss, and to help the boss look at things 
as though he were an employe.” A 
good deal of progress in this direction 
of a return to the face-to-face boss- 
and-worker relationship has _ been 
made in some quite large organizations, 
and it’s progress that is paying hand- 
some dividends. 

Standard Oil of New Jersey and 
General Electric are among the giant 
organizations that credit much of an 
improved performance by workers, and 
their more peaceful relations with the 
unions, to a policy of telling their peo- 
ple, frankly, fully and often, the. cor- 
porate facts of life. 

Johns-Manville reports that a sus- 
tained effort to foster a better under- 
standing of the company’s problems 
and objectives has “reduced petty 
grievances” and resulted in “higher ef- 
ficiency which enabled us to take over 
work formerly contracted” to outside 
firms. Pitney-Bowes has found the 
two-day “jobholders meeting” it holds, 
just before the annual stockholders 
meeting, to be a very profitable use of 
company time. 

The president of a life insurance 
company that has had its share of “why 
don’t we?” trouble with the field force, 
recently spent all of his time at a meet- 
ing of company production leaders giv- 
ing them nothing-held-back answers. 
In instances where home office bottle- 
necks were responsible for the compa- 
ny falling behind the parade, he said so 
frankly and told the agents what was 


——— 


being done to break through. Members 
of the agency department staff who 
heard him say it was the best-received 
talk he has given. 

“The only unfortunate thing is,” the 
superintendent of agencies told me, 
“less than a 20th of our agents heard 
him. There should be some way to 
reach the rest of them—and do ijt 
often.” 

“Reaching the rest of them” and 
“doing it often” is the hard core of 
management’s communication problem. 
Finding the solution isn’t easy, but it is 
worth-while. 





Indianapolis Life 
Writing Major A&S 


Indianapolis Life is writing a major 
medical plan which covers 75% of the 
cost of care or treatment over $500 up 
to a maximum of $7,500. As an example 
of the cost of a $500 deductible plan, 
the company will write a family of 
four with two minor children and both 
parents age 35 for $95 annually. 4 | 
single man of 40 can obtain the pro- | 
tection for $52 annually. The policy is ' 
participating. 

If more than one member of a cov- 
ered family is injured in the same 
accident, the covered medical expense 
charges will be combined, and only one 
deductible amount will be applied. 





General American Holds 
General Agents Meeting 


Preliminary sessions at the general 
agents and managers meeting of Gen- 
eral American Life were devoted to 
instructing new managers in the com- 
pany’s agency contract, known as life- 
time security franchise. Each manager 
received a newly revised induction 
training course on masterplan, a spe- 
cially featured policy of General Amer- 
ican, as well as a description of uses 
of training material included in the 
LSF rule book. 

The main seminar, attended by the 
entire agency management and super- 
visory group, featured discussions of 
selection, recruiting, and training of 
new men. The program included an 
outline of the company’s 1956 adver- 
tising and promotion plans, field train- 
ing, and morale motivation; an explan- 
ation of the commission statements of 
general agents, district managers and 
agents; and a report on the company 
advance plan for agents’ financing. 





On Bankers National Board 


Harold H. Cook, general partner of 
Spencer Trask & Co., New York City 
investment firm, has been elected to | 
the board of Bankers National Life. 
Mr. Cook also is a director of Strana- 
han Foil Co., a governor of Investment 
Bankers Assn. of America. of National | 
Assn. of Securities Dealers and of 
Bond Club of New York. 


t 


Hospital Benefits ? | 


SURE! It’s in 


NEW BABY GROUP! 


For complete details write your Gen. Agent or: | 

The UNITED STATES LIFE INSURANCE CO. ] 
IN THE CITY OF NEW YORK 

84 William Street, N. Y. 38, N. Y. | 
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Connor Asks Study 
of Entire SS System 
Before Expanding It 


Before any changes are made in so- 
cial security benefits, there should be 
a thorough, objective and impartial 
study of the entire system, declared 
Edward H. O’Connor, Insurance Eco- 
nomics Society managing director, at a 
Senate finance committee hearing. 

Mr. O’Connor asked the committee 
to give consideration to the creation of 
a well qualified commission, either 
governmental or private or both, to 
make the study before taking action on 
proposed legislation that would reduce 
the retirement age for women under 
OASI from 65 to 62 and extend benefits 
to disabled workers at age 50. 

“There is no emergency, today, re- 
quiring early enactment of any further 
liberalization amendments to OASI,” 
Mr. O’Connor said, reflecting in his 
statements substantially the same 
opinions of other representatives of life 
industry trade associations who have 
appeared before the committee. 

In commenting on the disability por- 
tion of the bill, Mr. O’Connor said he 
thinks it’s a responsibility that belongs 
entirely to the states. He said: “The 
state public assistance systems are 
closer to the disabled in their homes, 
have medical facilities or arrangements 
for the same, possess case work serv- 
ices for treating individual cases, can 
engineer the retraining and rehabilita- 
tion of the disabled as well as find work 
for them, and can render such fi- 
nancial assistance as befits each case. 
What institutionalization is required? 
State and local institutions already care 
for many of the disabled and this serv- 
ice can be expanded to meet additional 
needs. Briefly, states are administra- 
tively closer to the conditions and cases 
of the disabled. 

“The administration of permanent 
and total disability benefits is more 
akin to the administration of old age 
assistance than to old age and surviv- 
ors insurance. Under OASI you are not 
confronted with the various degrees of 
eligibility, you do not have to follow 
through continually checking the prog- 
ress of the disability. This surveilance 
is similar to what is required in ad- 
ministering public assistance, always 
on the alert for false claims, misrepre- 
sentation and malingering. In these 
respects, old age assistance and dis- 
ability benefits follow the same pat- 
tern, and the administration should be 
at the local level where the costs of 
such a program can be controlled.” 


Mr. O’Connor also traced the strides 
of the vocational rehabilitation act, 
pointing to it as an adequate substitute 
for a disability plan under social secu- 
tity. With adequate and effective use of 
the services provided by the vocational 
Tehabilitation act, he said, the disabled 
would have the benefits of a complete- 
ly integrated and well rounded pro- 
gram. While being rehabilitated, if 
| Need exists, the individual would be 
considered under the state disability 
assistance program. There is no need, 
he said, to adopt such a far reaching 
and hazardous plan as cash benefits 
for extended disability. 

As for lowering the retirement age 
for women to 62, Mr. O’Connor warned 
that this actually may be a step back- 
Ward instead of a step forward, as 
Proponents of the measure suggest. 


5 This question was considered and 


rejected by a congressional committee 
mm 1949, Mr. O’Connor reminded. Cer- 





President Richard B. Evans of Co- 
lonial Life receiving the outstanding 
organization award from William J. 
Orchard, president of Chamber of 
Commerce and Civics of the Oranges 


and Maplewood, on behalf of the 


Chamber. 








tainly, he said, if there was reason for 
not taking action then, it is still valid 
today because it would be a much more 
costly venture at this time. 

Mr. O’Connor pointed out that to 
reduce the age of eligibility for women 
it has been estimated that the first 
year benefits would be paid to an esti- 
mated 300,000 additional women, cost- 
ing $400 million. 





John Hancock Receives 
Health Institute Award 


Occupational Health Institute has 
honored the John Hancock health clin- 
ic for providing “the best kind of con- 
structive health service, aimed at 
keeping employes well and cutting the 
incidence of accident and disease.” 

The institute, a national organiz- 
ation sponsored by managment and 
medical men to assist firms in estab- 
lishing sound health programs, award- 
ed the company a certificate of health 
maintenance. Dr. James I. Roberts, 
regional consultant of OHI, made the 
presentation to Byron K. Elliott, ex- 
ecutive vice-president at ceremonies 
in Boston. 

The clinic handles 68,000 patient 
visits a year, has a full-time director 
and a staff of six part-time doctors, 
five full-time nurses and four clerks. 
In addition to treating accidents, the 
clinic maintains employe health stand- 
ards through health education within 
the company and conducts biennial 
physical examinations for all employes 
over 40 years old. 





Computing Consultants 


Organize at Atlanta 


Computing Consultants, Inc., has 
been organized at Atlanta, claiming 
to be one of the first independent firms 
of its type to provide services in all 
phases of electronic computing and 
data processing. 

The new firm not only makes appli- 
cation studies, but provides program- 
ming services and does the actual 
computing and data processing for 
organizations not possessing computers. 
The company has an experienced staff 
of mathematicians, computer program- 
mers and systems analysts. 

Computer programming is one of the 
leading services of the company. Other 
services include counsel of selecting 
the proper size, type and make of com- 
puter for any business which has 
enough work to justify a computer of 
its own, and in preparing for the ar- 
rival of the equipment so that it is put 
to immediate use. For organizations 
which have a computer but can’t afford 
an experienced staff, Computing Con- 
sultants prepares problems and trains 
personnel to operate the computer. 


New York Life Names 


Manning to New Post 

New York Life has appointed W. 
Earl Manning superintendent of agen- 
cies in the home office where he will 
assist Vice-president G. Thomas Mc- 
Elwrath in management training. 

Mr. Manning, who has been manager 
at St. Louis, joined the company in 
1942 and also has served as manager 
at Ft. Worth and Dallas. He is a CLU. 





Big Block of B.M.A. 
Shares Offered at $71 


A block of Business Men’s Assurance 
common stock recently was offered by 
Lehman Bros. at $71 a share. Report- 
edly the offering amounted to nearly 
20,000 shares acquired from the family 
of a former director. It was not the 
stock from the estate of the late W. T. 
Grant, founder of B.M.A. 


N.W. Mutual Conducts 


Two Seminars in East 


Northwestern Mutual Life held ad- 
vanced underwriting seminars at New 
York City for the four agencies there 
and at Sturbridge, Mass., for six New 
England general agencies. 

Subjects discussed included fact 
finding, partnership problems, profes- 
sional partnerships—liquidation agree- 
ments, trust and life insurance selling, 
sales from the tax code, split dollar, 
life insurance and investment competi- 
tion, deferred compensation, and stock 
redemption—corporation. 

Three home office men and a fourth 
who recently left the home office made 
up the seminar faculties. They were 
Charles B. McCaffrey, director of ad- 
vanced underwriter training; O. Alfred 
Granum, assistant director of agencies; 
Walter H. Meier, a specialist in ad- 
vanced underwriting, and William E. 
Lloyd, a former advanced underwrit- 
ing specialist who heads the research 
an analysis department serving the 
New York agencies. 








Central Standard Sets Up 
PR Department Under V-P 


Alexander 
MacArthur, vice- 
president of Cen- 
tral Standard Life, 
will direct the ac- 
tivities of the com- 
pany’s newly cre- 
ated public rela- 
tions department. 
The department 
will coordinate ad- 
vertising, sales 
promotion, publi- 
city and public re- 
lations. Mr. Mac- 
Arthur also is a di- 
rector. 





Alex. MacArthur 





Guardian Names Heroux 


to New England Post 


Guardian Life has appointed Ray- 
mond A. Heroux assistant field di- 
rector for New England. He will work 
with Harry Ross, field director, on 
plans for expansion in New England. 

Mr. Heroux, who entered the busi- 
ness in 1945, has been with New York 
Life at Boston. He previously pub- 
lished a weekly newspaper in North- 
bridge, Mass. 





Names Fargo, N.D., Manager 


Great-West Life has appointed 
Thomas E. Perkins manager at Fargo, 
N.D. Mr. Perkins and his brother, 
Robert H. Perkins, have been joint 
district managers for Great-West at 
Klamath Falls, Ore., for the past year. 
Robert Perkins is continuing at Kla- 
math Falls. 


L. & C. Boosts DeJean 
to V-P: Raises Others 


Life & Casualty of Tennessee has 
made these promotions: 

Charles W. De- 
Jean becomes 
vice-president in 
charge of opera- 
tions in California. 
He joined the 
company at Lake 
Charles, La., in 
1940, advancing to 
staff manager, dis- 
trict manager and, 
in 1953, assistant 
vice-president. He 
has been in Cali- 
fornia since Janu- 
ary, 1955. 

L. H. Moon becomes assistant vice- 
president to succeed Mr. DeJean and 
will be transferred to southwestern 
division headquarters at Houston. He 
joined the company 1938 and has been 
district manager at Charlotte since 
1948. 

J. Quentin Lane and G. Robert 
Williams, formerly auditors, were pro- 
moted to program analysts in the elec- 
tronics division. Crockett Boston was 
named chief engineer in the division. 
The company will install a Univac 
electronic computer in April. 

G. Rhea Borum was advanced from 
supervisor to assistant manager of the 
home office district. 
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Wash. National, Mass. 
Bonding Answer FTC 


Washington National and Massa- 
chusetts Bonding have answered fed- 
eral trade commission complaints 
charging them with misrepresentation 
of their A&S policies. Denying the al- 
legations and alleging that FTC does 
not have jurisdiction over the com- 
panies, they declared they are regulat- 
ed by the states in which they do busi- 
ness and ask that the complaints be 
dismissed. 

Washington National, in its answer, 
stated that the statements cited in the 
complaints were taken out of context 
so that when read alone they created 
an entirely different meaning and im- 
pression than when read with the. en- 
tire statements. 

Massachusetts Bonding declared its 
advertising is designed for use by 
agents in interviews and is not used 
to induce members of the public to be- 
come insured. 

Meanwhile, FTC Examiner Hier 
scheduled hearings this week on FTC 
complaints against Minnesota Com- 
mercial Men’s Association in Minneap- 
olis, World in Omaha, and _ Illinois 
Traveling Men’s Health in Chicago. 
William A. Somers was scheduled to 
serve as FTC attorney at the hearings. 





Fidelity Mutual Names 


Horner at Portland, Me. 


Fidelity Mutual Life has appointed 
William A. Horner general agent at 
Portland, Me. It is a new agency, at 
415 Congress street. 

Mr. Horner entered the business 
with Fidelity Mutual Life at Concord, 
N. H., in 1947. He is past president of 
New Hampshire and Concord Assns. 
of Life Underwriters. 





Munson Adds to Titles 


Newell Munson, president of Asso- 
ciates Life of Indianapolis, has been 
elected president of Associates Income 
of that city as the first step in consoli- 
dation of the two companies. It is ex- 
pected consolidation will be completed 
at the stockholder meetings of both 
companies in April. The companies 
were organized in late 1953. 
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LATEST DIRECT-MAIL AID 





Shopper's Agenda Gadget Proves Fertile 


Source of Leads for N. 


NEW YORK—tThe Remindex, a little 
gadget that the housewife puts in her 
handbag to remind her what items to 
buy at the grocery store, is proving 
highly successful as a direct-mail aid 
in getting leads for New York Life 
agents. 

The Remindex is a plastic disc with 
buttons that are flicked to uncover red 
arrows pointing to articles needed from 
the store. It’s offered through a “Reply- 
o” letter designed to locate prospects 
for “wife insurance.” The letter de- 
scribes the Remindex and offers de- 
tails about New York Life’s “wife in- 
surance” plan to protect husbands and 
children against financial loss caused 
by the wife’s untimely death. 

All the recipient has to do is remove 
the business reply card from the win- 
dow of the Reply-o letter, mark her 
age above her typewritten address, and 
drop the card in the mailbox. The 
postage-paid card goes directly to the 
branch office and the agent who signed 
the letter. He then makes arrange- 
ments to deliver the Remindex and 
explain the “wife insurance” plan. 

The agent pays for the postage and 
the gift. The company provides the 
printed Reply-o letters and absorbs 
any other costs. This expense-sharing 
arrangement is applied to all other 
direct mail gift letters, whether sent 
from the branch or the home office. 
The company buys the gifts at reduced 
prices in large quantities and passes 
them on to the agents at cost. 

New York Life agents so far have 
mailed about 250,000 Remindex letters 
from branch offices. The letter has 
been bringing good results, according 
to reports sent back to the home office. 
While only a small percentage of the 
250,000 letters is accounted for in these 
reports, they are a representative cross 
section of the first few months’ experi- 
ence with the letter across the country, 
according to William C. Heimburg, su- 
pervisor of sales publications. 


Reports were received on 4,044 Re- 
mindex letters, which drew 236 replies 
for a response of 6%. Twenty-five 
cases, or 11%, were written from the 
236 leads in the first two months. The 
25 sales totaled $127,660. There are 91 
good prospects left, meaning they still 
are potential sales. In other words, 
about half the leads were good, Mr. 
Heimburg said. 

Results in the report were termed 
“pretty good” by George H. Kelley, 
manager of sales publications. Six to 
8% response is expected when a gift 
and information are offered. This 
jumps to 20% when only a gift is of- 
fered, but drops to 2% when just infor- 
mation is the offer, he said. 

The Remindex letter will get a good 
play from agents for some time be- 
cause it is bringing results. Later on, 
when interest tapers off, the sales pro- 
motion division may re-kindle quite a 
bit of interest in it by plugging its use 
in Nylic Review, semi-monthly maga- 
zine for the field force, or in the di- 
vision’s direct mail bulletins to all 
agents. Or, to meet changing condi- 
tions, the letter might be revised or 
dropped completely from the lineup. 

New York Life’s sales promotion di- 
vision has the continuing job of keep- 
ing the direct mail kit up to date. Every 
manager and more than half the agents 
have the looseleaf notebook containing 
samples of all letters currently avail- 





Y. Life Agents 


able, instructions on how to use them, 
ideas on compiling a prospect list for 
each type of letter, and suggestions 
for the interview. History and purpose 
of direct mail, plus tips on effective 
ways to use it, are discussed in a 
“guide to increased earnings” at the 
front of the book. 


There are 11 branch office direct 
mail plans at present, under which the 
company provides 25 or 50 letters at a 
time to each agent for mailing from 
the branch. Gifts are stocked at the 
branch so that the lead cards, which 
are mailed directly to the branch, may 
be followed up promptly. 

Branch office letters include an A&H 
letter offering a first-aid kit; a juvenile 
letter offering a baby book; a family 
letter offering a budget book; a letter 
to fathers with a book on children’s 
health; a letter offering a home owner’s 
record book to persons with mortgaged 
homes; a letter offering a book on the 
social security law to employed men 
and women; a letter to working women 
with an offer of an address book; a 
letter offering a leather snapshot case 
to college students; a letter offering 
information on retirement plans, a let- 
ter offering information to employers 
on group insurance and employe pro- 
tection plans; and the “wife insurance” 
letter. All are used in the same way 
as the Remindex plan. 

There are two plans by which agents 
send their mailing lists to the home 
office, where the Reply-o letters are 
dispatched and the lead cards received. 
The company measures the effective- 
ness of its direct mail program by 
learning from the returned cards what 
agents use the plans, the number of 
prospects receiving letters, the number 
of leads obtained, and the amount of 
business sold through the leads. 

One letter offers a leather tax wallet 
and two tax booklets to business and 
professional people. The other, limited 
to agents qualified to handle business 
insurance cases, offers a booklet on 
this subject to businesses. 

New York Life also mails a lot 
of pre-approach letters. Two special 
types, an introductory letter and an 
age-change letter, are sent from the 
home office over the signature of Ray- 
mond C. Johnson, vice-president in 
charge of agency administration. The 
company provides a wide selection of 
pre-approach letters which are mailed 
by the agent to his prospect lists. They 
cover such insurance subjects as acci- 
dent and sickness, retirement, mort- 
gage cancellation, programming, social 
security, educational funds, family 
income dependency period, and various 
types of businesses. Others are de- 
signed for parents of infants and ju- 
veniles, young men, college seniors, 
working women, doctors, and other 
professional people. 

Pre-approach and Reply-o letters 
are designed to reach major groups 
of prospects. Sales appeal on various 
types of policies is stressed. The com- 
pany cites the letters as time-savers 
and work-organizers that increase sell- 
ing efficiency, make work pleasanter 
and put the agent on a business and 
professional plane. 

The Reply-o-letters, said Mr. John- 
son, save time for agents by sifting 
the prospects from the non-prospects. 
When the agent receives a lead card, 


he telephones the prospect for an ap- 
pointment to deliver the gift and ex- 
plain the particular insurance plan. 

Mr. Johnson said the biggest change 
since he entered the business 28 years 
ago has been the increased use of direct 
mail and the telephone. Consistent use 
of direct mail sifts down the prospects 
for the various types of coverages. 
This saves time and footwork. Agents 
follow up these prospects and others 
by using the telephone to make ap- 
pointments and to take care of many 
business matters. This saves time, too. 
Today’s extensive use of the telephone 
is a far cry from 1928 when many life 
men believed that the sure way to kill 
a possible sale was to use the ’phone, 
Mr. Johnson remarked. 

As for consistency, Mr. Heimburg 
and Mr. Kelley urge agents to re-use 
their mailing lists because experience 
has shown they will sell as much busi- 
ness the second and even third time 
around. But over-used commercial lists 
or outdated ones have very little value. 
Lists should be kept up-to-date and 
should be limited to prospects for the 
types of coverages mentioned in the 
letters. 

New York Life sends out four million 
of its Reply-o-letters a year, plus sev- 
eral million of other types of direct 
mail communications. 

Use of the mails has become for the 
agency organization a popular and 
highly effective sales tool, especially 
in digging up prospects for particular 
types of policies. 





S.M.U. Institute Has Special 
Session for Franklin Agents 


One of the first courses to be held 
exclusively for the associates of one 
company was staged at the Southern 
Methodist university institute at Dallas 
for 39 Franklin Life representatives. 

The seminar covered business insur- 
ance, pension trusts and estate plan- 
ning, with field men from Alabama, 
Arkansas, Kansas, Louisiana, Missis- 
sippi, New Mexico, Oklahoma and Tex- 
as attending. Similar courses are 
planned for various other sections of 
the country. 

Among those attending were J. V. 
Whaley, vice-president; Lillian Gilster, 
assistant director of sales promotion; 
F. J. Budinger, Chicago manager, and 
Fred Wiedemann, Texas manager. 





Three Join Maryland Life Board 


William Elliott, president of Phil- 
delphia Life, Benjamin Griswold, 
partner of Alexander Brown & Sons, 
and Paul Swett, investment counsellor, 
have been elected to the board of 
Maryland Life. 

Mr. Elliott was elected chairman, 
Mr. Griswold chairman of the execu- 
tive committee, and Mr. Swett chair- 
man of the finance committee. They 
represent a group which recently ac- 
quired control of the company. 

Although dividends to participating 
policyholders were increased, Mr. El- 
liott recommended that no action be 
taken on dividends to stockholders 
because all funds will be used for ex- 
pansion. 





Occidental Life Raises Hansen 


Robert E. Hansen; Occidental Life of 
California group sales representative 
at Grand Rapids, has been promoted to 
assistant regional group manager there. 
Mr. Hansen joined Occidental four 
years ago as a group service repre- 
sentative. 





Great-West Promotes Barrett 


Donald J. Barrett has been appointed 
manager of the Belleville, Ontario, dis- 
trict of Great-West Life. With Great- 
West since 1952, Mr. Barrett will work 
with A. J. Marling, southeastern On- 
tario branch manager at Kingston. 


Union Casualty & Life | 
Promotes Ellsworth 


Union Casualty & Life has advanced 
Richard W. Ellsworth to supervisor of 
agencies. 

Mr. _ Ellsworth 
joined the compa- 
ny last March as 
assistant director 
of agencies and 
has been acting as 
liaison officer be. © 
tween the home | 
office and field 
force. ; 

He previous. 
ly was supervisor 
of field service of © 
American Bankers 
Life of Florida and was in the agency | 
department of Security Mutual Life of | 
Binghamton. 4 


N.Y. Law Seeks Boost 
in Disability Benefits 

The New York legislature has passed | 
and sent to the governor a bill that) 
would increase benefits under the dis- | 
ability benefits law from $33 to $40 a/ 
week and the payable term from 13 to | 
20 weeks. 








R. W. Ellsworth 








Mass. Mutual Promotes 


Three; Ross Retires 


Massachusetts Mutual Life has pro- | 
moted Irving S. Wolfson and Allen W. § 
Eldred to associate actuaries, group,” 
and C. Norman Peacor to assistant > 
actuary, group. Dr. J. Gordon Ross, ? 
assistant medical director, has retired. 

Mr. Wolfson, assistant actuary since 
1953, joined the company in 1950. Mr. 
Eldred, assistant actuary since 1952,7 
joined the company in 1946. Mr. Pea- 
cor, actuarial assistant since 1952, 
joined the company in 1950. All are 
fellows of Society of Actuaries. 

Dr. Ross joined the company in 1928 
and was named assistant medical dir- | 
ector in 1930. He previously was a? 
general practitioner. : 








Pru V-P Talks on Training | 
Frederick Schnell, vice-president of 
sales production at the Los Angeles 
regional home office of Prudential, told 
Los Angeles Life Agency Supervisors 
Assn. that there is no magic formula 
for planning a training pattern that 
would guarantee success to the new | 
man. He said stimulation of production | 
must not be done by exercising too 
much pressure, but pointed out that | 
discipline is an important factor lead- | 
ing to success. 





AMA Opposes SS Disability Plan 


American Medical Assn. spokesmen, | 
testifying on the House-passed social 
security amendments, called upon the 
Senate finance committee to reject 
the plan for giving cash payments to 
disabled workers at age 50. 

AMA said a long range study should 
be made of the entire social security 
structure because implications of the 
disability plan are so far-reaching. 
It is difficult for a physician to state 
definitely whether a condition con- 
stitutes total and permanent disability. 
The costs of a disability payments pro- 
gram are unpredictable, and there Vv 
be pressures for further expansion. 
Existing programs at local, state and 
federal levels are serving disabled 
persons adequately, AMA said. 4 








Join Columbian National Board 


Floyd D. Campbell, president and 
trustee of New England Gas & Electric 
Association, and Richard R. Higgins 
president of the Kendall Co., havt 
been elected to the board of Columbiat 
National Life. 
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The Case of the 
WANDERING WIFE 











Solved by Accident insurance 


A housewife arose from bed in the middle 
of the night and started walking in her sleep. 
Her husband was quite confused when he was 
awakened a few moments later by her calls 
from the yard. But he was not nearly as con- 
fused as the wife who had fallen out the bed- 
room window. (Claim payment—$961.80) 


There is no time during the day or night 
when one is immune from accidents. They 
happen without warning, striking suddenly 
and leaving lingering effects. 


Don’t let your clients be in the dark con- 
cerning Accident Insurance. They’ll be glad to 
learn that a Travelers accident policy can help 
pay medical expenses, and provide weekly in- 
demnity payments during disability. 


Your nearest Travelers manager will be 
happy to give you full details of The Travelers 
up-to-date Accident contracts ... backed up 
by a full selection of sales-building advertising 
and leaflets. 


THE TRAVELERS INSURANCE COMPANY 


Hartford 15, Connecticut 
































ANNUAL STATEMENT 
of 


The Lincoln 
National Life 


Insurance Company 










FORT WAYNE, INDIANA 





BALANCE SHEET AS OF DECEMBER 31, 1955, CONDENSED FROM THE REPORT 
FILED WITH THE INDIANA INSURANCE DEPARTMENT 





RESOURCES LIABILITIES 
Cash in Bank and Office..................000004- $ 15,019,809.36 eee rere re rr rer Terre $ 847,003,015.32 
NG is ns cn amentakoanhasansasuaed 621,539,026.68 Additional Policyholders’ Funds................ 34,151,560.48 
NR i bck nie ae budiaaie ee etis gon 364,883,843.26 Prepaid Premiums and Interest................. 13,962,360.73 
Loans to Policyholders.................00.000005 53,447,123.59 Claim Reserve. ............ecseessccescesecees 10,093,492.44 
Is sciivuduahyean the tewadeath enon: 30,327,111.85 Reserve for Taxes Payable in 1956.............. 7,295,208.23 
Interest Due and Accrued.................0.-0-- 7,272,785.36 Reserve for Future Revaluation of Policies... .... 52,795,000.00 
Net Premiums in Course of Collection............ 27,629,117.28 Mandatory Security Valuation Reserve.......... 18,931,838.87 
All Other Resources..................ccecececes 8,293,664.93 Miscellaneous Contingency Reserves............. 29,460,000.00 
All Other Liabilities........................... 7,353,067.71 
TOTAL LIABILITIES (except capital) ......... $1,021,045,543.78 
eee rere $10,000,000.00 
Unassigned Surplus .............. 97,366,938.53 


SURPLUS TO PROTECT POLICYHOLDERS... 107,366,938.53 
TOTAL RESOURCES ......$1,128,412,482.31 TOTAL ................$1,128,412,482.31 








PROGRESS HIGHLIGHTS 


Insurance in force showed a gain during 1955 of $566,554,706 to a total of $7,432,053,006. 
Admitted assets increased during the year by $84,475,658 to a total of $1,128,412,482. 


New business during 1955 amounted to $1,039,462,502 (excluding $43,455,300 Federal Employees Group Life 
Insurance awarded the Company ). This is the greatest amount of paid business in the Company’s history. 


The surplus to protect policyholders increased $17,284,396 during the year to a total of $107,366,939. 


Note: This balance sheet is applicable in all states except New Jersey, Colorado, and Massachusetts. 
In these three states, by reason of certain statutory requirements, it is subject to slight variation. 
























